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When the National As- 
sociation of Life Under- 
writers holds its annual 
gathering in Denver Aug. 
25-27, the convention ac- 
tivities will be carried on 
in the area within the 
white circle. 

At the left (1) is the tri- 
angular Brown Palace 
Hotel, which will be 
N. A. L. U. headquarters. 

Diagonally across the 
street (2) is the Cosmo- 
politan Hotel, and next to 
it (3) the theatre in which 
the business sessions will 
be held. 

At the lower tip of the 
circle (4) is the Shirley- 
Savoy Hotel. 

Colorado’s state capitol 
building is shown in the 
lower corner at the right. 
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This year, as usual, The National Under- 
writer will issue its National Life Dailies cov- 
ering the convention of the National Associa- 
tion of Life Underwriters to be held in Denver, 
Colorado, August 25-27. Each day everything 
that occurs at the meeting will be contained 
in the copy of the paper that is delivered to 
those in attendance. 

This setup provides life insurance compan- 
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CIRCLE OF ACTIVITIES 


ies with an unusual opportunity to present 
their advertising messages to the cream of the 
life insurance fraternity. In addition to the 
regular subscribers throughout the country, 
the National Life Dailies will go to hundreds 
of agents whose companies have ordered the 
issues for them in advance. Thus the addi- 
tional circulation amounts to thousands of 
copies. 
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Scant Danger Seen 

in City Loan Stay 

Up Before Congress 
Small Gains Not Worth 


Bankruptcy Stigma, Loss of 
Independence to Owner 





NEW YORK—The Brooklyn Real 
Estate Board is aroused by the dangers 
of the Frazier-Lemke bill now pending 
in Congress which would extend the fed- 
eral farm mortgage moratorium to the 
urban residence field but the experience 
of life companies with the farm measure 
has been very favorable and its exten- 
sion to non-farm homes should cause no 
great alarm if its effects are no worse 
than in the farm field. 

A major life company halding several 
thousand farm mortgages has less than 
40 farm loans on which the borrowers 
have taken refuge under the Frazier- 
Lemke farm moratorium act. In some 
cases, the holder of the first mortgage 
is better off where the borrower elects 
to go “Frazier-Lemke.” This is because 
the court before which the borrower 
must go and plead his insolvency must 
designate certain specific payments to 
the mortgagee. This is often more lib- 
eral treatment than the mortgagee him- 
self would exact. 


Stigma of Bankruptcy 


However, the main reason why so few 
of the farmers who have borrowed from 
life companies have taken advantage of 
the Frazier-Lemke farm law is that they 
gain very little financially and lose a 
great deal in self-respect, in the regard 
of their neighbors, and in their inde- 
pendence in handling their own affairs. 
The stigma of bankruptcy is extremely 
galling to most farmers and the good 
opinion of one’s neighbors is something 
which cannot be ignored in a small com- 
munity where one’s contacts are con- 
tinuously with the same group of people. 

Aside from being a bankrupt, the tra- 
ditional independence of the farmer is 
outraged by having to go before a court 
to ask its permission in the management 
of his farm. Most of those who have 
taken advantage of the Frazier-Lemke 
act are bitter individuals who are 
against” practically everything. They 
are so constituted that they are able to 
work up sufficient resentment against 
the person or carporation which has lent 
them money that they are able to ignore 
the degradation that most farmers feel 
i resorting to the moratorium. 


Question of Pride 


Whether these considerations of self- 
cet would operate so strongly in the 
it of town and City home owners is 

nat open to question. However, 
ey there are minor differences be- 
att, thane Proposed bill-and the farm 
ay € advantage to the home owner 
Witte ancial straits would probably be 
ss 8reater than in the case of the 

mer. Then, too, the regard of one’s 
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Seeks Uniformity in Real 
Estate Appraisal Matters 





Bowles Names Commissioners 
Committee—Ohio Department 
Moves to Check Holdings 





In an endeavor to promote uniformity 
in real estate appraisal technique, ap- 
praisal report forms and analysis and 
review by commissioners and company 
executives, G. A. Bowles, president Na- 
tional Association of Insurance Commis- 
sioners, has appointed a special commit- 
tee, consisting of Carpenter, California, 
chairman; Pink, New York; Bowen, 
Ohio; Knott, Florida, and Daniel, Texas. 

This committee has been instructed to 
report at the next convention. Mr. 
Bowles asserts that most of the life com- 
panies that have gotten into trouble 
have done so because of improper real 
estate and mortgage investment. 

He suggested the possibility that the 
commissioner’s convention might recog- 
nize the American Institute of Real 
Estate Appraisers, which undertakes to 
set up a standard of appraisal services. 
Not much thought is being given to the 
fundamentals and principles of real es- 
tate valuation, he contended, on the part 
of insurers and commissioners in ap- 
praising real estate to determine the 
value of assets of life companies. 


Faulty Real Estate Lending 


“Much of the distress of the latter 
days of the depression,” he said, “can 
be traced to faulty real estate lending 
practice by financial institutions of all 
classes, the insurance companies _in- 
cluded. Many of these companies are 
now holding and operating properties 
acquired as a result of lending money 
on a mortgage at an appraisal valuation 
that was made by unqualified appraisers 
and reviewed and approved by company 
officials without a knowledge of the 
fundamentals of modern real estate ap- 
praisal technique.” 

Mr. Bowles asserted the belief that 
uniformity in appraisal procedure, tech- 
nique, report forms, analysis and review 
is possible. He said such governmental 
agencies as HOLC, FHA, RFC and 
Treasury Department have developed 
considerable uniformity. 


Flares Up in Ohio 


The real estate appraisal issue just 
recently flared up when the Ohio depart- 
ment informed a number of life compa- 
nies that it intended to make an appraisa! 
of all their real estate holdings and the 
real estate behind mortgages. The Ohio 
department started a real estate appraisal 
department and commenced to check the 
real estate investments of Ohio compa- 
nies. Just recently it proposed to make 
a similar investigation in respect of Illi- 
nois and Indiana companies. 

This project was disquieting to those 
companies, and they went to their home 
insurance departments. The Illinois d2- 
partment went to the aid of its compa- 
nies by informing the Ohio superinten- 
dent that if he undertook to appraise 
the real estate of Illinois companies, the 
Illinois department would take similar 
action in respect of Ohio companies. 

With that, the Ohio department 
dropped the plan. . 

With the new convention examina- 











Sattem, Superintendent of 
Agents of Mutual Life of N. Y. 


—_——— 


Succeeded at St. Paul by Moore, 
Gibson Topeka Head—Shaw 
Assistant Agency Manager 





NEW YORK.—The Mutual Life of 
New York has appointed Manager G. 
A. Sattem of its St. Paul office as su- 
perintendent of agencies, succeeding G. 
A. Patton, who was promoted to vice- 
president and manager of agencies July 
1, following the death of George K. 
Sargent. 

Coincident with Mr. Sattem’s appoint- 
ment, W. F. Shaw, assistant superin- 
tendent of agencies since 1926, becomes 
assistant manager of agencies. Succeed- 
ing Mr. Sattem at St. Paul is Manager 
H. W. Moore of the Topeka agency, 
who in turn is succeeded by Agency Or- 
ganizer P. S. Gibson of the Milwaukee 
agency. 


Made First Field Club 


Mr. Sattem joined the Mutual Life in 
1912 at McHenry, Ill. He qualified for 
the company’s first $250,000 field club in 
1914 and was a consistent member after 
that. He became successively central 
Illinois superintendent of agents in 1919; 
superintendent of agents in Milwaukee 
in 1925; agency manager in Omaha in 
1926; and agency manager in St. Paul in 
1929. 

As manager at St. Paul Mr. Sattem 
has consistently held high rank in pro- 
duction. His agency had the largest 
delegation at the 1937 field club conven- 
tion. 


Starts in Actuarial Division 


Mr. Shaw joined the Mutual Life as 
a member of the actuary’s department in 
1836. In 1900 he was transferred to the 
domestic agencies department as a gen- 
eral assistant to Superintendent of Agen- 
cies George T. Dexter. In 1922 he was 
made inspector of agencies under Mr. 
Sargent and upon Mr. Sargent’s appoint- 
ment as second vice-president and man- 
ager of agencies in 1926, he was ap- 
pointed assistant superintendent of agen- 
cies. 


Moore Joined at Springfield 


Mr. Moore joined the Mutual Life as 
a representative at Springfield, Ill!., in 
1924, becoming agency organizer at 
Omaha in 1927, after having qualified 
while an agent, for the $250,000 field 
club. He was appointed manager at 
Topeka in 1929. 

Mr. Gibson has been with the Mutual 
Life since 1924, beginning as a represen- 
tative in its Milwaukee agency. He was 
regularly a member of the $250,000 field 
club while in the field and was appointed 
an agency organizer at Milwaukee in 
1931. 








tion procedure now in effect, those sup- 
porting that arrangement object to any 
individual commissioner taking an inde- 
pendent course. The theory is that the 
convention examination takes into ac- 
count the real estate and mortgage 
investments of a company and that if 
an individual state takes independent 
action it is creating confusion. 








C. L. U. Awards to | 
Be Made to 102 
at Conferment 





Tests Are Taken by 965; 
Total Membership Is Now 
1,245 





The American College of Life Under- 
writers announced that 102 agents, com- 
pany men and general agents have 
earned the C. L. U. designation, increas- 
ing total membership to 1,245. Pro- 
ficiency certificates were awarded to six 
others which may be exchanged for di- 
plomas upon completion of the required 
three years of selling, managerial! or 
teaching experience. There are 25 can- 
didates who have passed all examina- 


tions but still have to complete the three 
years, and 12 others who have passed all 
tests but complete data as to their ex- 
perience has nat been received by the 
college. 

There were 965 who took the exam- 
inations during June at 73 universities 
and colleges, this constituting one of the 
largest groups of candidates ever tak- 
ing a single series, although there were 
980 in June, 1936. A total of 16 took 
the examination in life agency manage- 
ment, four qualifying, and the grand to- 
tal of 981 represents 209 municipalities 
in 42 states, District of Columbia, Ha- 
waii and China. They are associated 
with 100 different companies. 


Take Test in Installments 


It was reported a much larger number 
took the test in installments, as only 24 
presented themselves for all of the five 
parts into which the examinations are 
divided. This number has decreased 
steadily during the past five years. 

Candidates who have won the desig- 
nation will receive their diplomas in the 
August conferment which will be a fea- 
ture of the National Association of Life 
Underwriters annual convention at Den- 
ver the latter part of this month. Sev- 
eral of those who have received pro- 
ficiency certificates or on whom data is 
incomplete may have fulfilled all require- 
ments in time to participate in the cere- 
mony. 

Those receiving designations at the 
conferment are: 


Cc. L. U. Designation 


Carrie Adler, Equitable Life of New 
York. Philadelphia; W. H. Andrews, Jr., 
manager, Jefferson Standard Life, Greens- 
boro, N. C.; A. M. Baker, manager, Provi- 
dent Mutual Life, Philadelphia; C. R. 
Barger, Equitable Life of New York, 
Greensboro, N. C.; A. F. Beck, New York 
Life, Trenton, N. J.; A. L. Beck, general 
agent National Life of Vermont, Buffalo; 
Louis Behr, Equitable Life of New York, 
Chicago; Carrie M. Bell, Mutual Life of 
New York, Des Moines; N. M. Black, as- 
sistant manager Metropolitan Life, Char- 
lotte, N. C.; A. C. Bliss, John Hancock 
Mutual Life, Boston; J. M. Brodie, Root 
& Boyd, Inc., Waterbury, Conn.; J. W. 
Brown, general agent Mutual Benefit 
Life, Louisville; R. C. Brown, Towers, 
Perrin, Forster & Crosby, Philadelphia; 


(CONTINUED ON PAGE 20) 
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Syphilis Campaigns Hit 
at Serious Death Cause 





NEW YORK.—Hope of gradual but 
definite improvement in mortality — is 
seen by home office selection officials in 
current campaigns to stamp out syphilis, 
which is ranked among the first five 
great killers, along with heart disease, 
cancer, pneumonia and nephritis. As a 
direct and indirect cause of death, syph- 
ilis is tbelieved to exceed tuberculosis 
among the general population. 

According to Surgeon General 
Thomas Parran of the United States 
Public Health Service, there is reason 
to believe that if all conditions due to 
syphilis were reported as such, it would 
be found the leading cause of death in 
the United States. Elimination of the 
nation’s leading cause of death would 
obviously have a significant effect on 
life insurance mortality, particularly in 
the period from age 50 on, where mor- 
tality begins its sharp upturn. 

At the same time, it is difficult to get 
a definite expression of opinion as to 
the effect on mortality, particularly on 
ordinary companies, because statistics 
on syphilis are fragmentary and often 
inconclusive even for the groups being 
studied. Among ordinary companies it 
is reasonable to suppose also, the occur- 
rence of syphilis and its fatal effects 
are less important than among the popu- 
lation as a whole. 


Takes Elusive Forms 


The seriousness of syphilis from a 
mortality point off view is that so many 
deaths are an outgrowth of syphilis but 
are reported as something else. It is es- 
timated that when allowance is made for 
the proportion of these deaths which is 
really due to syphilis, the total number 
of fatalities is about 10 times the num- 
ber directly ascribed to it. 

Below is a table compiled by the 
Lincoln, Neb., department of health, 
giving 12 causes of deaths and the per- 
centage of each cause that may reason- 
ably be ascribed to syphilis. Such deaths 
usually occur after all outward symp- 
toms have become latent. In addition to 
the mortality causes given below there 
are approximately 10,000 deaths annu- 
ally in which syphilis is openly reported 
as the cause. 





Percentage 
ascribable 
Disease to syphilis 

eee ss ee sre aera 50 
THOCOMOACOP BtAKIRs o:s:e sic ciecsewes 100 
Cerebral hemorrhage............ 3.6* 
Softening of brain 50 
Paralysis ..... a 5 
Paresis ....... 


Heart disease 
DPIC H GIBOBRS 6 .)0.0:5 08 i'e bi oe Seie's 10 


ASEOTIOSCIOPOGIE 4.0:0:010 cawevinecesss 50 

REOMT DROOL.» 5 5.4.6 + +10: 9:6 0.0:0:6-90 019 50 

Premature Wirth.......csccccees 10 
*On the assumption that all such 


deaths under age 40 are due to syphilis. 


There are several ways in which 
progress toward the wiping out of syph- 
ilis would affect life insurance under- 
writing and mortality. Of course, even 
if efforts were 100 percent successful it 
would be many years before control of 
the disease would have much of an 
effect on life insurance mortality be- 
cause while syphilis is usually acquired 
between ages 16 and 30 its principal 
effect is not felt until the decade be- 
tween ages 50 and 60. An important 
effect from the life insurance point of 
view would be a greater frankness in 
dealing with the subject and the eradi- 
cation of the present prejudiced state of 
the public mind which prevents blood 
tests from being used routinely in life 
insurance medical examinations. 

The Scandinavian countries have al- 
ready shown what can be done in the 
way of eradicating syphilis. In less than 
15 years the number of those acquiring 
syphilis in Denmark dropped from 4,500 
a year to 700 a year. Chicago has been 





the principal large city to emulate the 
example of Sweden, Denmark and Nor- 
way. The Chicago “Tribune” was the 
first to speak out plainly about syphilis. 
That was back in 1913 and its campaign 
was mainly a brief expose of quack doc- 
tors in the venereal disease field. It was 
1922 before the “Tribune” took up the 
crusade again and published a series of 
articles on syphilis. 

It was not until about a year and a 
half ago that most newspapers followed 
the ‘“Tribune’s” lead. Second to the 
“Tribune” was the New York “Daily 
News” which recently received the 
Pulitzer prize for its series of articles on 
conditions in New York City. Maga- 
zines and even the radio have repealed 
their taboos. The “Reader’s Digest” 
has already distributed in the neighbor- 
hood of half a million reprints of its 
article “Why don’t we stamp out syphi- 
lis?’ by Surgeon General Parran. 


Estimates Vary Widely 


Estimates of the amount of syphilis 
prevalent in the general population vary 
widely. Some authorities have stated 
that 10 percent of the population is or 
has been afflicted with it. More con- 
servative statisticians point out that 
when allowance is made for the higher 
rate among adults than among children, 
and among men than among women, 
and among unmarried men as compared 
with married men, a rate of 10 percent 
for the general population would result 





in a rate among the nation’s bachelors 
which is obviously out of all reason. 

Since most insured persons are adult 
males, any figure for the general popu- 
lation would of course mean consider- 
ably higher rate for males of insurable 
ages. At the same time, however, par- 
ticularly among ordinary policyholders, 
it is to be expected that because of 
higher mortality, greater caution, or less 
exposure, these men as a class will con- 
tain a smaller percentage of syphilitics 
than adult males as a class. According 
to the United States Public Health Ser- 
vice it is estimated that the total loss 
from just two diseases resulting from the 
final stages of syphilis—paresis and lo- 
comotor ataxia—account for about 100,- 
000 years of life lost annually in the 
United States. Paresis represents a loss 
of about 22 years of life and locomotor 
ataxia a loss of about 14 years. 


A Major Disability Factor 


Not only is syphilis important from a 
life company point of view as a cause 
of death but also as a cause of disability. 
Late syphilis causes much chronic in- 
validism, partial incapacity and _ total 
permanent disability. 

Unlike many diseases, syphilis lends 
itself to medical control to an extent 
that makes its neglect all the more 
tragic. Chief among the causes of this 
neglect is the prudish silence which has 
until recently surrounded the subjects. 
Such was the public’s ostrich state of 
mind that it preferred needless insanity, 
early deaths, and incalculable suffering 
to a realistic apnroach which would cer- 
tainly have brought the disease under 
control. Fortunately, the ice has now 
been broken and the public seems able 
to grasp the idea that it is more sensible 
to acknowledge a condition and do 
something about it than to keep on pre- 
tending it doesn’t amount to much. 





Life Trusts Not Curtailed 


By IRVING L. SHAW 


Interesting Comment Is Made on an Article 


Appearing in THE NATIONAL UNDERWRITER 





Irving L. Shaw, who expresses the 
views below relating to insurance 
trusts, is president of the Boston Life 
Insurance & Trust Council. 


In the July 9 issue of THE NATIONAL 
UNDERWRITER an article appears under 
the title “No Boom Seen for Insurance 
Trusts.” Since the story carries several 
statements that appear likely to create 
misunderstanding, at least in some other 
parts of the county served by your valu- 
able paper, on the viewpoint of some life 
underwriters and trust officials, both of 
whom the Boston Life Insurance & 
Trust Council endeavor to serve in a co- 
operative spirit, it may not be regarded 
as impertinent for the writer to com- 
ment briefly as to his impressions on 
some of the highlights of the article. 


Finds Restriction Cited Is 
Not Being Applied in Boston 


As to the minimum requirements for 
size of life insurance trusts being 
“doubled”—or otherwise restricted in 
amount, other than by the circumstances 
and requirements of the case, we can 
learn of no such recent restriction in the 
Boston area. Doubtless there is a limit 
below which it does not pay the insured 
to trustee his policies except in very 
special circumstances; but that there 
ever was an arbitrary limit of $50,000 or 
that any such “ante” has been “raised” 
recently by corporate fiduciaries, does 
not appear to be the case in the Boston 
area. 

In fact, numerous cases could be cited 
in which considerably less than $50,000 
of life insurance under particular cir- 
cumstances may be trusteed clearly to 
the economic advantage of the insured, 
his beneficiaries, the underwriter and the 
fiduciary. So much depends upon the 
other elements of the individual problem 
that it would ‘seem to be difficult or im- 





possible to fix any arbitrary minimum 
limitation. 

Another statement which apparently 
has no application to Boston conditions 
states that “From a trust company’s 
point of view, life insurance trusts are 
not so desirable as they were once con- 
sidered,” followed by reference to the 
probable lapse of time before the trust 
may become active and the suggestion 
that if the trust is terminated after some 
years” ... the trust company finds it- 
self in the position of having laid out 
between $100 and $200 in overhead with 
nothing to show for it.” 


Does Not Find the Trust 
Companies Are Uninterested 


The writer knows of no disaffection to 
the acceptance of life insurance trust 
business in this neighborhood. On the 
contrary, there are such positive advan- 
tages in many cases in which the insur- 
ance trust supplements the will and sup- 
ports the estate, that any corporate 
fiduciary worthy of the title that discour- 
aged such trusts on the ground that they 
were not sufficiently large and lucrative 
to handle, or might be too long in be- 
coming active business, we think should 
examine into its policy of service or its 
“overhead” to see wherein the real diffi- 
culty lies. 

Precisely the same period of inactiv- 
ity is experienced in the case of wills— 
and that any such “overhead” as $100 
or $200, or even one-half such sums, is 
computable for the vault space and triv- 
ial clerical labor of recording such a 
document, is difficult to credit. 


Takes Issue on Another 
Point Made in Article 


Again, the statement that “The whole- 
sale wrecking of life insurance trust ac- 
counts during the depression gave the 
trust companies some new angles on the 





Slate Kellogg Van Winkle 
for National C. L. U. Head; 
Reese for Vice-president 





Kellogg Van Winkle, agency manage 
for Equitable of New York, is the selec. 
tion of the nominating committee {fo 
president of the National Chapter Char. 
tered Life Underwriters. Balloting j, 














WINKLE 


KELLOGG VAN 


by mail and the results will be announced 
at the annual meeting in Denver Aug. 24. 


Mr. Van Winkle is now vice-president, F 


A. J. Johannsen, Northwestern Mutual, 
Chicago, is president. 

Joseph H. Reese, manager Penn Mt- 
tual, Philadelphia, is nominated for vice- 
president; Earle W. Brailey, general 
agent New England Mutual, Cleveland, 
treasurer; David McCahan, University 
of Penna., secretary. 

For directors, the nominees are: Cor- 
inne V. Loomis, John Hancock, Boston; 
Benjamin Alk, Penn Mutual, New York; 
A. R. Jaqua, “Diamond Life Bulletins,” 
Cincinnati; W. Rankin Furey, Berkshire 
Life, Pittsburgh; A. W. Wilson, Bankers 
Life of Iowa, Omaha; F. H. Plaisted, 
Aetna Life, South Bend, Ind.; Homer G. 
Hewitt, Northwestern National, Houws- 
ton; Frank Friedler, Home Life, New 
Orleans; C. Earl Davis, Provident Mu- 
tual, Denver; T. A. Gallagher, Pruden- 
tial, San Franicsco; George E. Lackey, 
Massachusetts Mutual, Detroit; C. J. 
Zimmerman, Connecticut Mutual, Chi- 
cago. 

The nominating committee consists of 
B. Carter Millikin, Charles H. Linford 
and Howard H. Cammack. 








desirability of life insurance trusts” is 
open to question as being a somewhat 
overbroad indictment. It is, of course, 
true that many trustors (like a great 
many others) found it necessary during 
the depression to withdraw policies for 
loaning purposes or ‘in some cases t0 
claim cash surrender values; but 
would be interesting to see some statls- 
tics on the prevalence of such loans and 
withdrawals under trusteed insurance 1! 
comparison with the experience on Ul 
trusted insurance. 

In our experience hereabouts the 
“wreckage” was scarcely of the propor 
tions indicated by the word “wholesale, 
and in most cases where it was unavoid- 
able it was the last resort after every 
thing else had failed. Our experience has 
led us to feel that once the insurance 
trust had become an integral part of 4 
sound estate plan, the trustor is so thor 
oughly sold on the wisdom of his plan 
that he will sacrifice almost everything 
else before undermining his estate pf 
tection by surrendering any of his 1 
surance. i 

Option settlements as a, plan of dis 
position of insurance proceeds are unim- 
peachable in many cases, even under the 

(CONTINUED ON PAGE 22), 
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Statement Blanks for 1936 
Revealed What Ambiguous 
Laws Cost States 





The Missouri department’s “friendly” 
litigation against the Aetna Life to de- 
termine whether the state premium tax 
of 2 percent covers annuity considera- 
tions as well as life insurance premiums 
promises to extend in several directions. 
As far as Missouri is concerned, the 
outcome will affect all the annuity-writ- 
ing companies doing business there and 
would be retroactive, extending back as 
many years as the law has been iu its 
present form, subject of course to the 
statute of limitations. In some states 
companies have had to pay back taxes 
on annuity premiums for as far into the 
past as 10 years. 

There is also the threat of geograph- 
ical spread. Besides Missouri, there are 
37 states which do not collect premium 
taxes on annuity considerations. Some 
of these, such as Colorado and Montana, 
are already attempting to collect annuity 





oe € taxes and there is danger that others 
ident will follow suit. This threat does not 


exist everywhere, as in some states, such 
as Maryland and New York, the taxa- 
tian of annuities is specifically excluded 


utual, 


1 Mu. 


vice (2) by law, or has been held not to apply 
sneral | t© annuities by court decision or an opin- 
“land | ion of the attorney-general. 

ersity F) Some Specify Annuities 





Of the 10 states which tax annuities, 
five — Illinois, Kentucky, Louisiana, 
North Carolina and Wyoming—specific- 
ally include annuities in their statutes. 
In the remaining five—California, Idaho, 
lowa,, New Hampshire, Washington and 
one province of Canada, British Colum- 
bia—there are courts’ or attorney-gen- 
eral’s decisions to the effect that the 
laws of those jurisdictions include an- 
nuity considerations along with life in- 
surance premiums. A case is pending in 
California, where payments have been 
made under protest. 

The main reason for the wave of de- 
mands for annuity considerations is the 
unusually keen desire of the states, bur- 
dened by relief expenditures and other 
unusual disbursements, to tap every pas- 
sible source of revenue. Coupled with 
this is the fact that the 1936 annual 
Statements were the first to require the 
companies to report to each state in 
which they do business not only the 
amount of life insurance premiums but 
the volume of annuity consideration. 
This has opened the eyes of many state 
taxing authorities to the fact that an- 
nuity business and the taxes payable 
thereon, if the life insurance premium 
tax law is held to apply, are no sidelines 
ut an important. volume. 


Peak of Annuity Writings 


When it is remembered that during 


the the peak of demands for annuities, some 
an arge annuity-writing companies had an 
¢, annuity consideration volume equal to 
id- their first year life insurance premiums 


ry: item it is not surprising that state taxing 

authorities want to do everything they 
can to prove that the law as it stands 
ra Covers annuity considerations as well as 







or ov insurance premiums. The Missouri 
an aw, which like many other states’ is am- 
ng 'guous, states that the 2 percent tax 
0- Wy, be paid “on premiums received.” 
1 Vhile the term “premium” is loosely 
: used interchangeably with annuity con- 
S- siderations, life company officials point 
n- : that the money received for a single 
he Premium annuity is entirely at variance 
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Emmett Russell Is President— 
Seek Standardization of Under- 


writing and Office Practices 





Formation of a new life insurance or- 
ganization to be known as the South- 
ern Home Office Underwriters was 
brought about in Chattanooga when a 
group of company officials from some 10 
southern. life companies met. 

The new organization has as its pri- 
mary purpose standardization of under- 
writing methods and an exchange of 
office practices in this connection. In- 
vitations have been sent to an additional 
18 or 20 southern life companies, and the 
belief is expressed that a majority will 
join the group, as several have already 
indicated their desire to belong. 

Officers chosen at the organization 
meeting are: President, Emmett Rus- 
sell, ordinary underwriter, Life & Cas- 
ualty, Nashville; vice-president, R. W. 
Beeson, secretary, Liberty National Life, 
Birmingham; secretary-treasurer, W. E. 
Jones, chief underwriter, Provident Life 
& Accident, Chattanooga. Birmingham 
was selected as the site of the first an- 
nual meeting, scheduled for some time 
in November. 

Insurance officials attending, in addi- 
tion to those mentioned, included C. F. 
Egdorf, manager new business depart- 
ment, Protective Life; M. S. Niehause, 
secretary Gulf Life of Jacksonville; R. 
W. Hicks, secretary, Standard Life of 
Jackson, Miss.; William Wallace, presi- 
dent, Palmetto State Life, Greenville, S. 
C.; Arthur Langley, actuary, Carolina 
Life, Columbia, S. C.; Max Schumacker, 
chief underwriter, Volunteer State Life, 
Chattanooga, and C. L. Groover, indus- 
trial underwriter, Life & Casualty of 





Nashville. 








HUGH H. EARLE 


Hugh H. Earle has been reappointed 
insurance commissioner of Oregon ac- 
cording to announcement of Governor 
Martin. The re-appointment is for four 
years. 








G. H. Moore’s Outing Plan 


PITTSBURGH. —The annual con- 
vention of the Pittsburgh agency of the 
State Mutual Life, will be held Aug. 
25-27, at Conneaut Lake, it was an- 
nounced by G. H. Moore, general agent. 
Jerry Young, field assistant from the 
home office, will be among _ those 
present. 











A member of an Agency 


on so long, that it has registered 


Independence Square 








Face and Voice Prevent 


long-continuing, incurable sickness in his family, and, what 
was a lesser yet heavy trouble, the financial burden it en- 
tailed. He never complained, but worked doggedly on, his 
production lessening steadily. Remarking about it one day 
to his closest friend in the Agency, this was said to him:— 


“George, you know that every man of us is for you, 
knows what you’re enduring, and admires your courage. But 
there’s one thing about it perhaps you haven't realized. This 
long siege has bitten into you so deeply, and has been going 


of us know, a prospect, usually a stranger, does not unfold 
to a salesman whose face is set and whose voice lacks that 
warm something. I think, old man, if you could compel your- 
self to fix up your face and voice when interviewing a pros- 
pect, your business tide would turn,—needn’t bother to do it 
among ourselves, of course, for all of us understand.” 


There is no doubt of the soundness of this advice. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


had become disheartened by 


in your face and voice. As all 


PHILADELPHIA 


Disability Fakers 


Two Former Agents Among 
Those Accused Under Mail 
Fraud Statute 








NEW YORK.—United States Attor- 
ney Hardy has obtained indictments 
against 39 men, including eight lawyers, 
10 physicians, and two former life 
agents in connection with his mail fraud 
prosecution of an alleged ring of dis- 
ability fakers. One of these physicians 
named is the husband of a Tammany 
co-leader in the seventeenth assembly 
district, New York City. He is Dr. 
Maxmillian Goldstein whose offices are 
on Park avenue. Until the indictment 
was handed down he had not been sus- 
pected even by those who knew a great 
deal about the case. ine 

Companies mentioned in the indict- 
ments as having been defrauded by the 
defendants include Aetna Life, Equitable 
Life of New York, Guardian Life, Met- 
ropolitan Life, and Mutual Life of New 
York, New York Life, Prudential and 
Travelers. Individual disability cases 
have been collecting as high as $12,000 
a year through the efforts of the de- 
fendants, it is alleged. Of the accused, 
20 are policyholders and four of them 
are accused of acting as “chasers” in 
obtaining further business for the ring. 
The function of the two former insur- 
ance agents, one of whom had worked 
for an old line company and the other 
for a fraternal, was mainly ta drum up 
trade. 


Coached on “Symptoms” 


According to Hardy, the faking claim- 
ants were thoroughly coached in the 
symptoms of the diseases they were 
supposed to have. Diseases of the heart 
appear to have been a specialty. Digi- 
talis, a powerful heart stimulant, would 
be given to a claimant just before he 
was to be examined by a life company 
physician. Also he would often be di- 
rected to take violent exercises which 
would overstimulate his heart. Some 
claimants even went so far as to go to 
hospitals and receive treatments for 
their fake heart attacks in order to es- 
tablish records showing that they had 
been treated. In addition to the com- 
pany physicians who were thus imposed 
upon, many other reputable physicians 
were deceived into certifying to the 
companies that the patients were actu- 
ally disabled. 

Immediately following the arrest of 
the 28 original defendants in May there 
was a sharp decrease in the number of 
disability claims presented to life com- 
panies. Hardy said that the investiga- 
tion will be continued and he expects 
more indictmants to be returned. 





Territorial Supervision 
of Agencies Discontinued 


by Equitable of New York 


NEW YORK.—The Equitable Life 
of New York has altered its system of 
field supervision to the extent of dis- 
continuing the offices of territorial su- 
perintendents of agencies. Those in- 
volved are H. J. Rossman, Greater New 
York department; Frank B: Runyon, 
Eastern department and Frank Limont, 
southern department, all three of whose 
headquarters have been at the home of- 
fice; W. M. Rothaermel, central depart- 
ment, Chicago, and W. H. Glines, west- 
ern department, San Francisco. All five 
continue as members of the agency de- 























partment in various capacities. 
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Northwestern Mutual Agency 
Associations Elect Officers 





At the annual meeting of the Asso- 
ciation of Agents of Northwestern Mu- 
tual Life, various inter-associations of 
agents elected officers. The complete 
directory of associations and officers 
fllows. . 

ast Pa 2 ak 

Association of Agents: President, 
E. E. Camtrall, Springfield, Ill.; vice- 
president, R. L. Theissen, Lincoln, Neb.; 
secretary-treasurer, T. W. Tuttle, Mil- 
waukee. Standing Committee: A. E. 
Baker, Indianapolis, chairman; H. R. 
Kaufmann, Minneapolis; Milton Koch, 
St. Louis; A. Lauer, Joliet, Ill., and 
F. Hibbard, Detroit. 


General Agents’: President, B. J. 
Stumm, Aurora, IIl.; vice presidents, 
Zone 1, I. W. E. Rowley, Newark; 


Zone II, M. A. Carroll, Oshkosh, Wis.; 
Zone III, L. F. Larson, Portland, Ore., 
and secretary-treasurer, R. E, Pickford, 
Cedar Rapids, Ia. 


* *K * 
District Agents’: President, G. B. 
Buckley, Charleston, W. Va.;_ vice- 





presidents, Zone I, J. W. Runk, AIl- 
toona, Pa.; Zone II, Victor Plummer, 
Rockford, Ill.; Zone III, R. D. Buss, 
Centerville, Ia.; secretary-treasurer, J. 
Snively, Janesville, Wis. Executive 
Committee: Zone I, W. B. Arnold, 
Williamsport, Pa., and A. Pierce, 
Saratoga Springs, N. Y.; Zone II, E. C. 
Bryan, Sheboygan, Wis. and B. L. 
Peck, Mt. Carroll, Ill.; Zone III, Harry 
Cleveland, Sacramento, Calif. 


*x* *K & 


Special and Soliciting Agents’: Presi- 
dent, C. E. Smith, Chicago; vice presi- 
dents, N. H. Burgheim, St. Louis, and 
C. C. Crumbaker, Indianapolis; secre- 
tary-treasurer, A. J. Johannsen, Chi- 
cago. Directors, three-year terms, A. C. 
Duckett, Los Angeles, Calif.; R. S. 
Wilson, Jr., Pittsburgh; A. W. Smith, 
Nashville, and Harry L. Martin, Phila- 


delphia, 
*k kK x 


Agency Supervisors’: President, H. 
R. Kaufman, Minneapolis; vice-presi- 
dent, Edwin Gould, Omaha, Neb.; sec- 





retary-treasurer, B. B. Boyd, Kansas 
City, Mo. Executive Committee: Zone 
I, R. L. Hershey, Brooklyn, N. Y.; 


Zone II, R. J. Bamber, Louisville, Ky.; 
ee III, D. E. Matthews, Wichita, 
ans. 


* * * 


Chartered Life Underwriters’: Presi- 
dent, A. H. Smith, Nashville, Tenn.; 
vice-president, M. G, Drane, New York 
City; secretary-treasurer, J. Neis, Madi- 
son, Wis. Board of directors: Zone I, 
E. H. Earley, Brooklyn, N. Y., and H. 
Krueger, New York City; Zone II, M. 
Kosh, St. Louis; T. W. Tuttle, Milwau- 
kee, and H. W. Shedd, Chicago; Zone 
III, L.°-M. White, San Francisco, and 
John R. Mage, Los Angeles. 





Yeomen Mutual Life at Pueblo 


W. D. Sodamann has been appointed 
general agent at Pueblo, Colo., for the 
Yeomen Mutual Life of Des Moines, 
Iowa, according to a recent announce- 
ment by T. H. Young, superintendent of 
agents. He is a native of Kansas and 
started his life insurance career in that 
state six years ago, with the Kansas City 
Life. Later he moved to Knoxville, 
Tenn., and then two years ago to 
Pueblo, being connected with the Amer- 
ican National Life in both cities. 

The address of the Yeomen Mutual 
office in Pueblo is 621 Thatcher building. 
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STRONG 


CELDOM has a board of directors played so active 
and continuous a part in the history and develop- 
ment of a great life insurance company as the 
Directorate of Northwestern National Life Insur- 
ance Company has played in guiding this Company 
to its present position of leadership in its field. 


Of the nine members of the Board, three are 
now in their Jjrd year of service, and none has 
served less than nine years. All, therefore, have 
sat on the Board through the entire period of the 
great depression during which NYNL established 
a notable record of continuous growth and prog- 


NORTHWESTERN NATIONAL Lire INSURANCE COMPANY 


HONOKING 


NYNL's 


DISTINGUISHED DIRECTORATE 


WARREN T. MOSMAN, Sculptor 


ress, without sacrifice of strength or stability. 


It is with the thought of paying tribute to the 
invaluable contribution which its Directorate has 
made to NYNL’s welfare and progress during the 
period in which the Company has risen to its 
present stature that the bronze medallion illus- 
trated above has been prepared and is being 
distributed, in a limited way, to the NWNL Agency 
Organization. Stamped from heavy bronze, the 
medallion makes an ideal paper weight, and 
is a distinctive, useful, and lasting ornament to 
any desk. 


0. J. ARNOLD, Pres. 


Minneapolis, Minn. 


LIBERAL 
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K. C. Life Will Fete Its 
Texas Leader When Elects 


——, 

































0. SAM CUMMINGS 


KANSAS CITY.—On the assumption 
that O. Sam Cummings of Dallas wil} 
be elected president of the National As. 
sociation of Life Underwriters at th > 
forthcoming Denver convention, official F” 
and representatives of Kansas City Lift 
are planning a day of activities in hil) 
honor in and about Denver, Aug. 49 
There will probably be a get together 
the previous evening as well. The conf 
vention closes Aug. 27 and the election >” 
takes place that day. There is no doubt 
but that Mr. Cummings, who is Texas 
manager for the Kansas City Life, wil 
be elected. He is now vice-president 
and chairman of the program committee 
for the Denver convention. Most of thef 
Kansas City Life officials expect to go 
to Denver and there will be a good 
many field representatives of that con- 
pany on hand. 
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Saati SE WES AOS ne EU 


In Charge of Transportation 


R. W. Frye, Northwestern Mutual & 
Denver, has been appointed chairman of F 
the committee in charge of transporte 7 
tion arrangements for the annual conf 
vention of the National Association ci 
Life Underwriters in Denver. 
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Missouri attempt to tax annuities ' [7 


unlikely to spread to other states. 
Page3 
* * * 


C. L. U. awards to go to 102 at annual F7 


conferment. Page! F 
* *K * 

Mutual Life of New York appoin 
Manager G. A. Sattem of St. Paul # & 
superintendent of agencies; and Assist- 
ant Superintendent of Agencies W. Ff 
Shaw as assistant manager of agence 

Page 






* Ok x 


Special commissioners committee  F 
study possibilities of uniform appraisé — 
of real estate. Page! 

* x 
h 


_Status of real estate investments 5 
life companies forms an_ interestilz © 
study. 

* * 


Group accident and health rates at E 
reduced in Canada, following similar 4 & 
tion in United States. Pagel’ & 

* kK 

Second Chicago agency ened > 
Union Central with E. D. Verink as ma=- 
ager; Charlette named South Bend, Iné- 
manager. Page 16 

* ke 


Announce formation of Southern Home & 
Office Underwriters to standardize prac- 
tices. Page’ 

* * 


Six months record is given as to thé [ 
buyers of life insurance. Pagell 
x * * 


Federal government indicts 38 in Ne¥ 
York in drive against claim ag 
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~ Union Central 


Chicago Move 
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Union Central Life is opening a sec- 
ond agency in Chicago in charge of El- 
lis D. Verink, heretofore manager at 


EDWIN P. CHARLETTE 


South Bend, Ind. He is succeeded in 
South Bend by Edwin P. Charlette. 
Both are experienced agency men. 











Six Connecticut Mutual Men 
Have a Perfect Persistency 


Record in President’s Club 


There were 416 cases for $3,381,100 
paid for in a two-year period and not 
one lapse, as the record of six members 
of the Connecticut Mutual President’s 
Club. Ten other members of this group, 
with a total of 641 cases for $3,487,500, 
paid for and exposed during this two- 
year period, had but one lapse each. To 
achieve membership in the club one must 
qualify production-wise for the leaders’ 
club, as well as achieve an outstanding 
persistency record, calling for having at 
least 90 percent of 1935 business and 
95 percent of 1936 business still in force 
on May 1, 1937. In 1936 the member- 
ship rose to 55, and this year a top mem- 
bership of 78 has been reached. 

The six men achieving the perfect 
persistency record were: J. J. Hallinan, 
Boston; N. Dobson, L. H. Markowitz, 
L. May and S, Weinstein, New York 
City, and D. T. Leavenworth, Hartford. 

Those going through the two-year pe- 
riod with only one lapse were: C. A. 
Weir and R. C. Chapman, Boston; D. B. 
Westwater, Columbus; the Stein Broth- 
ers, Davenport; N. C. Taintor, Hartford; 
H. Dann, M. Merber and A. M. McCoy, 
New York City; A. J. Chase, Toledo, 
and R. A. Luley, Indianapolis. 








Better Pennsylvania Results 


An increase in the number of agents 
appearing for examinations and in the 
percentage of those passing is reported 
by Commissioner Hunt of Pennsylvania, 
He attributes this to the more stringent 
regulations that were introduced in 
February. Applicants who fail to appear 
for examinations must now wait three 
months before they can take the test. 
Until February of this year only about 
50 percent of the applicants appeared at 
the time set for the examination, accord- 
ing to Hunt. Until that time they could 
come back in two weeks or at any other 
time they desired. Now the examina- 
tions are a month apart and those that 
fail to appear may not show up for three 
months after their scheduled appearance. 
The result is that 75 to 80 percent of 
the applicants appear, that 91 percent 
of the life applicants are passing these 
days, 92 percent of the fire applicants 
and 95 percent of the casualty. Pre- 
viously about 75 percent passed. 





Pan Wooton & Addison agency of the 
Put Mutual Life has moved from 605 
Est National Bank building to 101 
vast Redwood street, Baltimore. 





Agent Didn’t Pay Insurer, 
Contract Is Canceled, But 
the Beneficiary Recovers 





Equitable Life of New York by Penn- 
sylvania superior court has been held 
liable to the beneficiary of an annuity 
policy, although the agent had failed to 
remit the premium to the Equitable, the 
contract had been canceled and the an- 
nuitant had taken from the agent a judg- 
ment note. The case was Simpson vs. 
Equitable Life of New York. 

Simpson, the annuitant, paid $5,000 
to Welday, the agent. Welday for- 
warded the application to the Edward 
A. Woods Company, general agent for 
Equitable in Pittsburgh, and the appli- 
cation was then sent to Equitable. A pol- 
icy was issued, transmitted to the Woods 
company and was delivered to Simpson 
by Welday, but Welday did not remit 
the premium to the Woods company or 
Equitable. 

Simpson surrendered possession of the 
policy to Welday in order to have it re- 
issued as of a later date, increasing the 
amount of the annual payment. Wel- 
day returned it to the Woods company, 
who, in turn, forwarded it to Equitable, 
together with an application for a new 
policy. The first contract was marked 
canceled and the new policy was deliv- 
ered. This same proceeding was suc- 
cessively followed and three additional 
redated policies were issued. Simpson 
delivered the last of the several policies 
to Welday. It was forwarded to the 
Equitable which marked it canceled but 
did not issue a new policy. At that junc- 
ture, Simpson learned that Welday had 
not paid the premium to Equitable and 
Welday gave Simpson a judgment note 
for $5,000. On Simpson’s death, this 
note was found among his papers. 

Pennsylvania superior court held that 
where an insurer entrusts its agents with 
a policy for delivery to an assured and 
the latter, relying on the agent’s author- 
ity or apparent authority, pays the pre- 
mium to him, this is equivalent to a 
payment to the insurer and it cannot be 
heard to say that its agent did not have 
authority to collect the money. A bind- 
ing contract was originally created. 

The beneficiary, in entering judgment 
against Welday and receiving her dis- 
tributive share of the funds realized by 
the sale of his property, is not barred 
from bringing action against Equitable. 
What was obtained from Welday serves 
only to reduce the Equitable’s obliga- 
tion. It was evident, according to the 
court, that the beneficiary was in igno- 
rance of her rights or her remedies. 
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ome of the many millions 
of people who are, or would like 
to be, sunning themselves on 
ocean and lake beaches will 
see the Metropolitan’s story 
in the August magazines.” It 
tells of a man who found that 
“money slipped away like sand 


through my fingers until...” 


His friend who sold Life insur- 
ance showed him how those 
“grains of sand” could be 
cemented with wisdom and 
forethought and become the 
foundation of family security 
through a sound Program of 


Life Insurance. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Chairman of the Board 
Leroy A. Lincoln, President 


ONE MADISON AVE., NEW YORE, N. Y. 
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S tability 


The dollar transactions of 
these companies are im- 
portant in that they de- 
monstrate their character, 
stability and permanence. 


Claim and other pay- 
ments since inception 
amount to more than 
$155,000,000.00, involv- 
ing more than two million 
individual transactions. 
More than one-third of 
this amount —69 millions 
has been paid during the 


past six years. 


Amply financed, ably 
managed, this strong 
Chicago institution in- 
vites you to make use of 
its facilities for serving you 
and your clients in practi- 
cally all forms of insurance 


and bonding protection. 











Affiliated with 


ASSURANCE COMPANY 


CHICAGO, ILLINOIS 


CONTINENTAL CASUALTY COMPANY 














Promoted by Washington National 





Two home office men just promoted @ d 1 
by the Washington National received | ington National is fortunate in having 


their training with that 
organization and are well 
liked in the field. W. A. 
James, who was formerly 
assistant secretary in the 
mid-west division of the 
industrial department, be- 
comes assistant vice-pres- 
ident in the new central 
west division, which is a 
combination of two geo- 
graphical divisions. Vice- 
president Curtis P. Ken- 
dall is in charge of the 
combined division. F. 
Leon Ramey, formerly 
manager of the industrial 
claim department, be- 
comes assistant secretary 
and will join Mr. James 
in assisting Vice-president 
Kendall in the supervi- 
sion of the central west 
division. Mr. Ramey is 
a son of Vice-president 
and Secretary James F. 
Ramey and started as an agent in Louis- 
ville in 1924. Mr. James began his serv- 
ice with the company in March, 1920, 


W. A. JAMES 





and soon was made cashier. 





F. LEON RAMEY 


among its junior executives men of su- 
perior mould and splendid experience in 
the business. 








G. J. Cannon Was Honored 


Executive Vice-president of the Bene- 
ficial Life of Utah Stirred Big Busi- 


ness Drive 








The agents of the Beneficial Life of 
Salt Lake City conducted a 58-day drive 
for new business in honor of the 58th 
birthday anniversary of Executive Vice- 
president G. J. Cannon. Approximately 
55 agents qualified for a free trip to 
Denver enabling them to attend the con- 
vention of the National Association of 
Life Underwriters. The natal day was 
July 27 and the 58 preceding days were 
designated as a period for special pro- 
duction effort. A goal of $3,000,000 was 
set for the period. It was stipulated 
that agents who produced at least 
$58,000 would be given a free trip to 
Denver. Special inducements were made 
for those whose birthdays occurred be- 
tween May 31 and July 27. 


Records Were Broken 


On the 57th day the coveted goal of 
$3,000,000 was passed, establishing a 
new record for any similar period in the 
history of the company. On the 58th 
day, the home office remained open until 
midnight in order to receive telegraphic 
reports from distant offices. When the 
last report was in Mr. Cannon tele- 
phoned the agency offices where the 
agents had gathered to celebrate the 
victory. He gave them his personal 
thanks for what had been accomplished, 
the single day’s record being $780,000. 
An interesting fact is that this single 
day’s volume exceeded the entire pro- 
duction during the first year the com- 
pany operated. For the 58 days the vol- 
ume exceeded that produced during its 
first three years. 


Prudence Life Licensed 


The Prudence Life of Chicago has 
been licensed under the 1937 Illinois as- 
sessment act, with Alfred Holzman as 
president and F. M. Miller, secretary. 
Offices are in the Old Colony Building. 
The company will write protection at $1 
a month with face of $1,000 at age 15-35 
and dropping to $300 at age 60. There 
is premium waiver. 

Mr. Holzman is a former agency man- 
ager of the Equitable Life of New York 
in Chicago and has been connected with 
the Mutual Benefit Life. He was active 
in the old Chicago Life Insurance Field 
Men’s Club. 





E. A. Johnson, district manager of the 
Penn Mutual, Lansing, Mich., has moved 
to new quarters.at 421. Hollister build- 
ing, Lansing. 








Ohio State Life Changes 


New Agency Opened at Lancaster, 
O.; E. R. Shannon Takes Over Col- 
umbus Office 








L. A. High, manager of the Columbus, 

O. agency of the Ohio State Life has re- 
signed to become manager of a new 
agency in Lancaster. He will be suc- 
ceeded by E. R. Shannon, formerly of 
Columbus, who for some time had been 
associate general agent of the Connecti- 
cut Mutual Life in Cincinnati. 
_ The new agency, which will be located 
in the Security Building in Lancaster, 
will include a number of counties in 
southern Ohio. Those counties were 
embraced in the Columbus agency under 
the management of Mr. High. He 
started with the company as a represen- 
tative at New Washington, O. He later 
became district manager at Bucyrus and 
subsequently manager of the Marion 
agency. Twelve years ago he opened 
the local agency in Columbus. He 
served for a long period as chairman 
of the executive committee of the Gen- 
eral Agents & Managers Association of 
the company. 

Mr. Shannon has been in the business 
20 years. He formerly was general agent 
for a large eastern company in this city. 
Prior to this he served as general agent 
of the Connecticut Mutual Life in 
Wilkesbarre, Pa. Subsequently he went 
to Cincinnati as associate general agent 
for that company. He also served for 
some time in the educational department 
of the Penn Mutual Life. 





Dismiss Suit Against Company 


CINCINNATI. — District Judge 
Nevin dismissed the suit of E. 
Peebles, Cincinnati agent, against the 
Prudential, in which he sought an 
accounting of commissions received by 
H. C. Cross, then Prudential ordinary 
manager in Cincinnati and now in Phila- 
delphia, based upon a contract entered 
into by Mr. Cross and Mr. Peebles 1 
1932. The contract provided that Mr. 
Peebles was to aid Mr. Cross in solicit 
ing and writing “group, life, health, acc 
dent, salary allotment, or pension plan 
insurance which the Procter & Gamble 
Company might purchase through efforts 
of the two men. ‘ 

The judge held the insurance writtel 
by the Prudential in 1933 through the 
Cincinnati office covering certain of its 
employes was not “group life” or “sal- 
ary allotment” insurance. Mr. Peebles 
in his suit asked judgment for one-hal 
of the commissions, plus interest a! 
costs, allegedly due under the contract 


The Wash. 
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Gets One-Year Term 














R. E. O*7MALLEY 





As a compromise with T. J. Pender- 
vast, Kansas City Democratic leader, 
Governor Stark of Missouri has reap- 
pointed R. E. O’Malley as insurance su- 
nerintendent conditionally for one year. 








iLife Advertisers Program 
's Being Built Around 
Topics Rather Than Men 


The Life Advertisers Association is 
building up a splendid program and an 
enjoyable schedule of entertainment for 
its meeting at the Chamberlain hotel, 
Old Point Comfort, Va., Sept. 20-22. 
he afternoon of Sept. 20 will be given 
0a trip to Williamsburg, Va., to see 
Mthat colonial town rehabilitated. There 
Pwill be a yachting party the next day 
Mor the women and they will be at the 
Country Club in the afternoon. There 
will be a banquet and dance at the hotel 
ithat evening. 

‘The program committee has lined up 
mine important discussion groups under 
‘competent leaders. Each leader will in- 
troduce his topic and call on selected 
men to bring out certain points he de- 
sires stressed. Then there will be ade- 
“quate time for discussion. The discus- 
©sion groups will occupy the major time 
of the convention. There will be only 
wthree set speakers. Instead of empha- 
sizing speakers as many programs of 
assaciations are doing, the Life Adver- 
tsers are building their structure around 
picfinite topics, all basic and important. 
hese discussions are being built up so 
that they will be of the greatest value 
Pto the participants. 






















Manufacturers’ Life Appointments 


S TORONTO, ONT.—G. B. Murray 
has been appointed acting manager for 
the Manufacturers’ Life in South Africa, 
succeeding H. W. Shook who has re- 
‘turned to Canada. Mr. Murray was 
with the company in Canada from 1927 
pintil 1931 since when he has been with 
tin South Africa, first as resident sec- 
tetary and then as agency inspector. 

¥., A. Tatum has been appointed 
ranch manager for the Manufacturers’ 


Life at Portland, Ore., suceeding W. M. 
Doyle, 








Blanket Policies Offered 


Fp form of blanket policy for members 
associations such as teachers, dentists, 
men other professional and trade 
Peery a being offered by Bankers Na- 
meds _- Policies will be issued non- 
* — Y with satisfactory application 
lente’; 50 and $3,000. With examina- 
k the maximum age is 65 and $5,000. 
~l€ Organization must be well founded 


we Must consist of at least 100 mem- 















Speakers Are Announced for 


International Claim Meet 


Number of Important Subjects 
Will Be Taken Up and Discussed 
at Swampscott Meeting 


C. E. Anstett, superintendent depart- 
ment of inspection, New York Life and 
chairman of the program committee of 
the association, has announced the fol- 
lowing list of speakers and subjects for 
the annual meeting which will be held 
at the New Ocean House, Swampscott, 
Mass., Sept. 13-15. 

“Toxicology, Its Relation to Insur- 
ance Claims’—A. O. Gettler, professor 
of chemistry, Washington Square Col- 
lege, Professor of Toxicology, New 
York University College of Medicine, 
and Toxicologist to the City of New 
York. 

“Surveillance’—H. W. J. Hargrave, 
manager New Jersey Claim Investiga- 
tion and member of the New York bar. 

“Handwriting as Evidence, Especially 
in Insurance Cases”—A. D. Osborn, ex- 
aminer of questioned documents, com- 
monly called handwriting expert. 

“Experiences as Medical Examiner”— 
Dr. Timothy Leary, medical examiner 
of Suffolk County, Mass., professor of 
pathology, emeritus, Tufts College. 


Talks on Fraudulent Claims 


“Investigation and Prosecution of 
Fraudulent Claims’—Bernard Botein, 
assistant district attorney in charge of 
the accident fraud bureau of New York 
county. 

“Ages’—Godfrey M. Day, assistant 
manager claim department, Connecticut 
General Life. 

Chairman of the round table confer- 
ence will be A. F. Jaques, administrator 
supervisor, Prudential. J. A. Blanch- 
ard of the Aetna Life will explain a 
mathematical process that can be used 
to determine whether a _ suicide had 
jumped or fallen from a known height; 
W. A. Robinson, representing the Bos- 
ton Claim Association will give a brief 
outline of the activities of his group, and 
C. E. Anstett of the New York Life will 
discuss motion picture equipment used 
with surveillance. 

Membership in the International 
Claim Association is made up of nearly 
all the largest life and accident compa- 
nies in the United States and Canada. 





Pittsburgh Outing of the 
Agencies Committee Held 





E. F. Geyer, manager of the Iron 
City office of the Metropolitan Life, 
was winner of both the low score hon- 
ors and the kicker’s handicap at the out- 
ing of the agencies committee of the 
Pittsburgh Life Underwriters Associa- 
tion. His score was 83 and his net score 
in the handicap was 75. 

N. H. Weidner, manager of the west- 
ern Pennsylvania department of the Re- 
liance Life, and V. M. Shewbert, gen- 
eral agent, Home Life of New York, 
were tied for second low score with 86 
each. R. M. Stevenson, general agent 
of the National Life of Vermont, was 
awarded a 15-cent bag of tees for hav- 
ing the highest grass score, 116. 

Door prizes at the dinner were won 
by R. R. Dodson, general agent of the 
General American Life, and H. W. Ab- 
bott, general agent, Massachusetts Life. 


Among those present at the outing 


was C. W. Scovel, who was president 
of the Pittsburgh Life Underwriters As- 
sociation in 1901, a charter member and 
one of the oldest living members. 





Equitable of Canada Hapcinimant 


TORONTO, ONT.—The ‘Equitable 
Life of Waterloo, Ont., announces the 
appointment of M. K. Kenny as field 
supervisor. He has been in the invest- 
ment business for several years. 








IT TAKES ALL 3 


Accident, sickness or death are the 3 most 
relentless “robbers” of earning capacity. So 
to provide your clients with complete personal 
protection you must provide them with pro- 
tection against ALL 3! 


No wonder then B. M. A. salesmen are 
establishing consecutive gains in sales. No 
wonder they are finding business GOOD and 
averaging a higher income than ever before. 
They are selling all 3 forms of Personal Pro- 
tection against income loss—COMPLETE 
PROTECTION — which must include Acci- 
dent, Health and Life Insurance. 


BUSINESS MEN’S | 
ASSURANCE Co. 


Kansas City, Missouri 


W. T. GRANT, President 
J. C. Higdon, Vice-President in charge of sales 
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Northwestern Mutual 
Still Has Largest 
Number of C. L. U.’s 


Northwestern Mutual Life retains its 
lead in respect of the number of its 
representatives who possess the C. L. U. 
designation. Including the six on the 
list of successful candidates in the last 
examination that was announced this 
week, Northwestern Mutual has 141 
with the designation. 

Equitable Life of New York is a close 
second. *Including 11 1937 graduates, 
131 Equitable representatives have the 
C. L. U. designation. 

In the list of the first 100 producers 
for the past agents year with North- 
western Mutual are 23 C. 6. 
Eleven C. L. U.’s were on the program 
of the convention of the Northwestern 








Mutual’s Agents Association last week. 
A. J. Johannsen, Northwestern Mutual, 
Chicago, is president National Chapter 
inna Dag 

There are three classifications of C. 
L. U.’s who passed the recent exami- 
nations—those who have met all re- 
quirements and who will get their di- 
plomas at the 1937 conferment in Aug- 
ust; those who have passed the tests 
but will receive proficiency certificates 
only due to lack of the prescribed three 
years’ experience; and those who have 
passed examinations but whose experi- 
ence data has not been received yet. In 
addition to several ‘brokers and four 
who took the C. L. U. management 
tests, company ranking, according to 
successful takers of the examination 


follow: 

Equitable Life of New York, 13; 
Connecticut Mutual Life, 10; New 
York Life, 10; Northwestern Mutual 
Life, 8; New England Mutual, 8; Mu- 
tual Life of New York, 8; Massachu- 
setts Mutual Life, 7; Prudential, 7; 








IN THE FIGHT 


rhaintain his insurance. 


ers—has jumped 12.3%. 


able contract. 


Home Office - 





A TWO-EDGED SWORD 


The fight for Quality places upon the Home Office 
a double responsibility. First, to train the man in the 
field to choose wisely, not only the prospect, but also 
the amount and the plan of protection offered; and 
second, to encourage and assist the policyholder to 


Great Southerners know their Company is meet- 
ing both challenges successfully. In comparison 
with last year, their average first year income—from 
Quality Prospects—has jumped 27.5%; and their 
average renewal income—from Quality Policyhold- 


A renewal agency contract, direct with the Home 
Office, involving persistent policyholders, is a valu- 





Great Southern 


Life Insurance Company 
E. P. Greenwood, President 


FOR QUALITY 


Houston, Texas 














Metropolitan Life, 6; Mutual Benefit 
Life, 6; Penn Mutual, 5; Jefferson 
Standard Life, Provident Mutual Life, 
Aetna Life, Bankers Life, 4 each; John 
Hancock and Sun Life of Canada, 3 
each; State Mutual Life, Union Central 
Life, Home Life of New York, Con- 
necticut General Life, Pacific Mutual, 
General American Life, Northwestern 
National Life, 2 each; National of Ver- 
mont, Acacia Mutual, Atlantic Life, Na- 
tional Guardian Life, Lincoln National 
Life, Fidelity Mutual Life, Pan-Ameri- 
can Life, Provident Life & Accident, 
Southwestern Life, Guardian Life, 
Equitable of Iowa, Columbian National, 
Travelers, Minnesota Mutual, Reliance 
and Standard Life, 1 each. This does 
not include those who passed the man- 
agement tests, 


Reenters Noncan A. & H. Field 


Federal Life Is Issuing Aggregate 
Form Guaranteed Renewable to Age 
65 on Male Risks Only 








After a lapse of several years due to 
unprofitable experience on non-cancell- 
able acident and health insurance, the 
Federal Life of Chicago has reentered 
that field with its special noncancellable 
income disability policy, guaranteed re- 
newable to age 65. It provides $1,000 
indemnity for loss of life and monthly 
indemnity for loss of both hands, both 
feet, sight of both eyes caused by either 
accidental injuries or sickness. The con- 
tract is sold with elimination period of 
14, 30 or 90 days. 

Total accident disability indemnity 
provides payment during life of the in- 
sured subject to the aggregate indemnity 
clause. The total sickness disability pro- 
vides monthly indemnity for a period of 
such disability but not exceeding 24 
consecutive months and not exceeding 
the amount specified in the aggregate 
disability clause. 

Hospital indemnity provision may be 
omitted at slight reduction in rate. 

If the insured is confined to hospital, 
regular monthly idemnity provided in 
the policy is paid starting with the first 
day and covering the period of confine- 
ment during the elimination period only. 
The policy is issued only to male risks, 
and subject to medical examination. 

The total of all indemnities payable 
under the provision covering loss of 
hands, feet, sight of eyes; total accident 
or sickness disability and hospital indem- 
nity is a sum equal to the monthly in- 
demnity for 60 months. 

A 31-day grace period is provided for 
payment of premiums after the first. 
After any default in payment of pre- 
mium the policy may be reinstated as 
provided in standard provision 3, if the 
insured submits evidence of good health 
and insurability. The contract is issued 
in units of $10 monthly indemnity with 
a minimum of $50 monthly and maxi- 
mum of $200. Indemnity for accidental 
death is $1,000, which may be increased 
at additional rates up to a maximum of 
$7,500. 





Ask Opinion on Benefit Groups 
LITTLE ROCK, ARK.—M. O. Reed, 


assistant state bank commissioner in 
charge of the securities division, said he 
and Commissioner Harrison would re- 
quest an opinion from, Attorney-general 
Holt as to whether insurance companies 
which write life contracts providing for 
payment of funeral benefits or conduct- 
ing of funeral services should qualify 
with the securities division as well as 
with the insurance department. The 
benefits provides in such contracts are 
similar to those offered by burial asso- 
ciations, which must qualify with the se- 
curities division as investment compa- 
nies, Mr. Reed said. 





Frederick Dexter, son of the . late 
Vice-president G. T. Dexter of the Mu- 
tual Life of New York, died this week 
after a long illness. He was a former 
manager of the Mutual Life’s Newark 











agency. 

















































Bruce Parsons’ Salesmen off +“ 
Mutual Benefit in Chicago ia 
Constitute a Fine Body : Z 
Bruce Parsons, one of the two ney § 
general agents of the Mutual Benef: § ( 
Life in Chicago, gave an outing and gol F 
tournament to 20 members of his ageny— = € 
at the Briar Hill Country Club in Deer. } 
field last week. This was in the nature 
of a get together occasion which wa 
the start of many influences that will T 
more closely cement the group. A, § Am 
Ingersoll, formerly assistant to Gener annt 
Agent A. A. Drew, who is retiring and ‘ori 
is the new head of the collection ani & 4.) 
service bureau, Harold Smith, home [i (it 
office agency assistant, and Floyd Zuk. trict 
swarth, comptroller at the home office, of v 
dent 
sect 
N. 4 
inte! 
Dur 
will 
accii 
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Kno 
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q Cc 
: A Elli 
BRUCE PARSONS PK, 
a 2 Misr 
were present. A dinner was given by stat 
Mr. Parsons. The blind bogey was won Fi 
by Samuel Hertz, the low gross by Syd: Kan 
ney Throckmorton. Other prizes wert Ce 
awarded to Charles Minor and B. H. ner, 
Wallace. 
Has Hard Hitting Organization 
Mr. Parsons has 30 Chicago agents pi. 
and three country agents of the old Mv. lies 
tual Benefit staff in his organization. , 


Some of these agents are leading pro “7 


ducers and with one exception they it- New 
clude agents who produced over $100; led 

000 last year. Mr. Parsons takes delight Oth 
in knowing that about half the men 

his agency are college trained and five T 
are C. L. U.’s. Mr. Parsons himself is Sess 
a C. L. U. man and he is also a graduate toas 
of the school of agency management he 

conducted by the Life Insurance Sales Spri 
Research Bureau. He is a million dolla 0 
producer and in spite of the great de- will 
mands on his time due to this large on | 
production, he has recruited and trained bell 
during the last two years a sales unt pant 
of real potency. He was the top mai Kan 
in the Drew office last year. Van 
Some of the Parsons’ Staff sic 


Some of the men associated with Mi He 





Parsons are of particular interest. Bur sura 
ton R. Clement, sales supervisor, 15 4 the 
graduate of Syracuse University, taking mati 
a course in the school of business at: polic 
ministration. He was in the war a lesce 
later became a traffic expert. He served The 
as a member of the traffic research sta ses ; 
of the LaSalle Extension University. T 
He has been with the Mutual Benefit fo to I 
seven years and in addition to his reg dell 
lar work for the past 10 years has bet! forn 
on the faculty of the school of com TI 
merce of Northwestern University. Inst 
is a U. man and specializes E. | 
income insurance. : Tr 
Mrs. Winifred H. Ralston, assistat! Inst 
to Mr. Parsons, and who is in charg Ster 
of the office, prospect bureau and pu of ) 
licity, attended University of Denv 
school of commerce, and Northwestef A 
University. She began her busint® of tl 
career as a representative of the govél Mrs 
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~ p Insurance “Law” Section Has Early “Millionaire” Dies 
| Announced Its Program During Visit in Europe 
two ney — 


‘apitt) Group of American Bar Asso-| One of the earliest million dollar pro- 








3 mie iD ° s4 | ducers, George Pick of Chicago, who 
fe Da 4 ciation Will Hold Meeting in sold from $3,000,000 to $5,000,000 annu- 
ha nate q Kansas City ally at a time when $500,000 was con- 
hich ba : sidered huge production, died on a visit 
th i . é in Paris. For many years he had not 

at wil The insurance law section of the | been active in life insurance work, but 
p. A. SB) American Bar Association will hold its operated the Chicago investment house 
_Generd I annual meeting in the Municipal Audi- bearing his name. He was from 1907 to 
ring ani torium at Kansas City, Sept. 28-29. J.|1911 general agent Mutual Benefit in 
tion ani 4 Miller of Des Moines is chairman and Chicago and from April, 1911, to August, 
n, home Me \ift preside. Attorney General McKit- | 1911, a member of Pick & Clark, general 
yd Zuk- trick of Missouri will give the address agents for the Mutual Benefit in Chi- 
ne office, BH of welcome. O. R. Beckwith, vice-presi- cago. 


| dent Aetna Life, is vice-chairman of the| Mr. Pick helped to develop a number 
| section and H. B. Spencer of Rochester, | of outstanding agency leaders, including 
N. Y., who was formerly deputy super-|C. B. Stumes of Stumes & Loeb, gen- 
intendent in New York, is secretary. | eral agents Penn Mutual; Marc A. Law, 
During the first morning session there general agent National of Vermont; 
will be a symposium on the automobile | Richard A. Pick, now with the Dingle 
accident issue and reports of committees. | agency, Massachusetts Mutual; Arthur 
Then will be seven round table confer-| 4’ Loeb of Stumes & Loeb, and the late 
ences. I. By Jacobs, all of Chicago. Mr. Loeb 
: : was a “millionaire” in the Pick agency, 

Round Table Discussions and brought in much brokerage. Mr. 
The round table discussions on life in- | Stumes really handled the agency de- 
surance are as follows: tails, as Mr. Pick had many business 

Life Insurance Law interests. 


John F. Handy, Presiding 
“The Federal Declaratory Judgment | Was Master Salesman 


Act Insofar as It Affords Relief to In- ‘ ? 
surers Under Life Insurance Contracts.” Mr. Pick was a man of acute business 


First speaker, E. R. Morrison, Kansas | S€nse, a master salesman. It is said there 





City, Mo. was no business office or individual in 
Complementary speaker, H. T. Poore, | Chicago to whom he did not have easy 
Knoxville, Tenn. entrée. The evidence of this was that 


“What Is the Liability Assumed by the ’ . 
Insurer Under Absolute and Collateral he boosted the pga production — 


Assignments of Life Insurance Policies?” to $8,000,000 or $9,000,000. annually. He 
First speaker, Lewis Clinton, Roches- | had a select staff of highly efficient 





ter, N. Y. closers who rarely failed to get the busi- 
' Complementary speaker, Byron  K. | ness. 
_ Elliott, vice-president and general coun- He was connected before going to the 
| sel, John Hancock Mutual Life. Mutual Benefit, with the Northwestern 


“The Right of an Insurer to Rescind a gar 7 
Contract of Life Insurance for Fraud and | Mutual Life in Milwaukee, where he was 


Misrepresentation in the Federal and| born. After retiring from life insurance 





siven by ) State Courts.” —taking along for a time Messrs. 

Sve _ _First speaker, Henry V. Gott, Wichita, | Stumes and Law into his investment 
y Syd Kan. business—Mr. ick i redite ith 

es wettfe Complementary speaker, Ralph Kast- ' Pick is cre dw 


having run up the reported $5,000.000 














1 B. i Se ee ae that he had made in life insurance selling 
a Sinaia teenies and other ventures into $25,000,000 or 
: Arthur W. Fulton, Presiding py mi ln ig — — —_— : 
) agents “The Development of Fraternal Benefit | With considerable of the speculator in 
Id Mu. Societies, Their Charities and Benevo- him. , ; Y 
4 rt lence.” Discussion led by A. W. Fulton, Mr. Pick with Mrs. Pick and a son 
nization. He Chicago. J i Grant, had been in Europe for several 
they it : wine fork Sultbenvien Bill?” Discussion months when he died. Mrs. Pick sailed 
+ $100- (led by Herman L. Ekern, Chicago. on ron ig bere bring- 
* delight Ie ; ing the body back here for burial. 
“men it (Other Features Given 
and fit J The annual banquet will be held the | Richard Place’s New Post } 
adn | first evening with Chairman Miller as|° Richard Place has been appointed Lincoln National Life men need never say, 
oem toastmaster and the chief address will] manager of the brokerage department ke 
ne Sales ee °C Siven by W. L. Vandeventer of| in the Connecticut General agency of “My company does not accept this type of risk.” 
n dollar eamield, ae, : ba J. V. Gridley, Boston. He succeeds W. 

.—@ Vn the second morning session there | Jackson, who resigned to become gen- ° * n° d . 

e : ae “ile , gn ; antage of bein 
ag? | will be majority and minority of reports | eral agent of the Lincoln National for Field men have the distinct adv Be 8 
| trained on “Lay Adjusters,” with E. S. Camp-| Massachusetts. Mr. Place is a former bl life i sh h 3 
Aig bell of Atlanta, chairman. The partici-| general agent of the Aetna Life. able to present life insurance wherever there ts 
os mat ig include J. B. Patterson, Wichita, lif 2k n ‘ 

an.; H. B. Shell, Sioux City; H. D. ' a life insurance need. Regardless of age—man, 
cater jBochester, N. + mcr ¥. Shift Mutual Life Topeka 
tosmith, Hartford, and J. R. Snidely wo ild—if a prospect is at all insur- 
ih Me IE Roekford,_ I "| Manager to St. Paul man, or child—if a prosp 
vith Mr. .) . ae , : , : : ; 
t. But- M. Gardner, counsel New York in able, the Lincoln National Life will write him. 


L surance department, will give a paper on 
or, 18 4 the new New York law permitting for- 
tales mation of insurance companies to write 
less a& policies covering depreciation and obso- 











var ant lescence of buildings and equipment. 

> — here will be then three formal addres- 

ch stall ses as follows: * 
vee The Conflict of Laws in the Relation 

nefit “ to Insurance Contracts by Prof. Wen- 

is - dell Carnahan, University of Louisville, 

as beet formerly of the Chicago bar. 

of one The Conflict Problem in Relation to 

ity. . Insurance Regulatory Statutes by Prof. 

1Z€S q. Patterson, Columbia University. 

osu A Conte es in Relation hs. Th e 
rance ompany anagement by 

be Sterling Pierson, counsel Equitable Life eaote'spmecry 

me Wot New York Sannges Hi, Wi: sone at Divehi LINCOLN NATIONAL 










Arth being transferred by Mutual —— of — 
ur A. Fisk, advertisng manager | York to St. Paul as manager there. He 

of the Prudential at the home office, and | succeeds G. A. Sattem, who has been LIF EIN SURAN C j C OMPA N Y 
Mrs. Fisk have gone to Hampton Bay, | promoted to the head office position of 
Long Island, where they plan an extens- | superintendent of agencies. Mr. Moore 


ve stay. Mr. Fisk is president of the | is secretary of the Kansas State Life Un- 
Msurance Advertising Conference. derwriters Association. 
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Trust Agreement Essential 


When Trustee Is Named 





Equitable Life of New York comments 
upon two recent court decisions involv- 
ing policy settlements providing for 
payments to trustees during minority of 
the beneficiaries, and wherein it devel- 
oped that such payments were not sup- 
ported by trust agreements. The court 
held in both cases that in the absence 
of a trust agreement containing instruc- 
tions to a trustee as to the disposition 
of the funds, the provision was ineffec- 
tive and in both cases the proceeds were 
ordered ,paid to guardians. 

Equitable Life permits a designation 
of a trustee to receive payments during 
the minority of a beneficiary, either 
when the proceeds are payable in a 
single sum or under the optional modes 
of settlement. Although the company 
does not require the filing of a trust 
agreement as evidence of the existence 
and terms of the trust, there should be 
a formal agreement between the assured 
and trustee, separate and apart from the 
policy itself, designating the trustee and 
defining the terms of a trust. This is 
always essential, Equitable Life observes, 
whether the trustee is for the benefit of 
a minor or otherwise. The assured 
should take proper steps to eliminate the 





possibility of trouble and expense which 
might devolve upon his beneficiaries. 


U. S. Life Is Surveying the 
Chicago Territory 








Three executives of United States 
Life have been in Chicago seeking to 
make new arrangements in that city due 
to the fact that Elmer L. Johnson has 
resigned as Illinois state manager. Mr. 
Johnson had held that position about a 
year, previously having been connected 
with Continental Assurance. 

Secretary Paul Danner of United 
States Life returned to the head office 
from Chicago last week, but Mansfield 
Freeman, chairman of the board, who 
is temporarily acting as superintendent 
of agencies due to the fact that D. L. 
Hartman is no longer acting in that ca- 
pacity, and George Selzer, who is in 
charge of underwriting, remained in 
Chicago this week. 

United States Life is eager to become 
more of a factor in Chicago. It is inter- 
ested in developing an organization 
there. ‘The company is having a splen- 
did year. In the first six months, insur- 
ance in force gained $2,500,000 and now 
amounts to about $45,000,000. The man- 
agement is making every effort to reach 
the $50,000,000 mark by Dec. 31. 
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Our unexcelled finan- 
cial condition is the re- 
flection of continuous 
sound management by 
executives who realize 


that insurance sales are 


easiest when company 


strength is unquestion- 


able. 


Bankers Life 
Nebraska 


LINCOLN - SINCE 


1887 





Managers’ Section Program 
Integrated, with Recruiting 
Discussed from All Angles 





“How we actually do it” will be the 
basis on which the annual meeting of 
the General Agents’ & Managers’ Sec- 
tion will discuss “Recruiting” at the 
Denver convention of National Associa- 
tion of Life Underwriters, according to 
a statement by Program Chairman C. C. 
Day, Pacific Mutual, Oklahoma City. 

The survey which was conducted fol- 




















c. C. DAY 


lowing the 1936 convention demon- 
strated that recruiting was the most 
important problem in the life of the 
average general agent, Mr. Day said. It 
proved that men were interested in a 
complete development of the subject, 
rather than a general development of 
many subjects. 

From this survey, Mr. Day stated, 
came the pattern for “John General 
Agent Decides to Build,” the title of 
the session. A detailed outline of the 
program was prepared, dividing the re- 
cruiting problem into three parts. First 
came “Planning for. a Building Pro- 
gram,” the topic which will be handled 
by W. M. Rothaermel, Equitable So- 
ciety, Chicago, and John M, Jamison of 
the Sales Research Bureau. Mr. Roth- 
aermel’s discussion will include an eval- 
uation of the centers of population and 
the location of better centers for the 
purpose of supervision. The picture of 
the agency to be built will be explained 
by Mr. Jamison, including size, time, 
number and type of men, where to find 
men, selection standards and training 
and supervisory plan. 


Gastil on Preparation 


“Preparing for the Building Program” 
will be handled by W. G. Gastil, Con- 
necticut General, Los Angeles, who will 


-| discuss getting the present plant in har- 


mony with objectives planned for in the 
previous section, rehabilitating the es- 
tablished organization and plans for the 
elimination of waste material. 

Ricks Strong, General American Life, 
Houston, P. L. Corbin, New York Life, 
Denver, and Neil Nettleship, California- 
Western States, San Diego, will discuss 
the culminating topic, “Executing a 
Program of Recruiting.’ Mr. Strong 
will outline the “nominator” plan, its 
psychologies, its influences on the gen- 
eral agent and the induction machinery, 
to include nominations by personal con- 
tact of general agent and supervisors, 
by policyholders, by direct mail plan, by 
present agency organization and by spe- 
cially selected and cultivated nomina- 
tors. Mr. Corbin will discuss organized 
presentation to nominators, while Mr. 
Nettleship will speak on organized pres- 
entation to the nominee. 

Following opening speeches by these 
“presenters,” a panel group will take up 
discussion of each of the subdivisians. 





re néwal date. It is understood, however, 
will be made_on existing policies onl 

where experience has shown they ar 
| justified. 


been favorably reduction will not apply. 
¥ 








Only the presenters will make extend, 
remarks. 

There will be no opening formalitig 
The program will begin on time anj 
with the actual business in hand. They 
is a continuity in the program. 


Reduce Group A. & H. Rate 


Canadian Companies Follow Examp| 
of American Carriers; Increase 
Some Forms 











TORONTO.—As a result of a mor 
favorable underwriting experience |i 
companies operating in Canada have py 
in effect revised premium rates on grow 
accident and sickness insurance through. 
out the inion, comparable to th 
similar action just taken in the Unite 
States. In effect, the changes mea 
rate reductions on popular pe with 3 
slight increase on some forms rarely 
used. 

The new rates are effective on policies 
issued after Aug. 1 and on existing 
aGlicies will become effective on the next 
























in some instances the reduction 


f Individual contracts will hk 
considered, and if loss experience has noi 


Reduction Up to 7 Percent 


Percentage changes vary with differ. 
ent plans of insurance. On 13-week 
plans with benefits beginning on the 
fourth day, the reduction in cost is mor 
than 7 percent. 

Insurance company executives believ: 
the lower rates will stimulate sales and 
increase demand for hospitalization cov: 
erage in combination with group acc: 
dent and sickness, 

As pointed out by a company, for 
groups with no loading the premium i: 
$1.02 a month for $10 weekly indemnity 
under the 13-week plan, with $2.50 a day 
hospitalization benefit for 70 days. This 
might be sold with employes contribut- 
ing $1 per month. Further, a monthly 
premium of $1.10 is required for $1) 
weekly indemnity, under the 13-week 
plan with $3 daily hospitalization for 1 
days. This might be sold, it is pointed 
out, at a weekly cost to employes of 2 
cents. 





Minnesota Farm Conditions 
Considered Very Favorable 


MINNEAPOLIS. — Insurance con- 
panies which own farm lands and farm 
mortgages in Minnesota have an excel: 
lent prospect of getting in some money 
this year, both on the farms they owt 
and on their mortgages. 

This is the opinion of J. W. McNary, 
Minneapolis farm loan ‘representative 0 
the Metropolitan Life and president of 
the Minnesota Farm Managers Associa 
tion. Mr. McNary has in the last 10 
days visited practically every section 0! 
the state and says there is scarcely 4 
poor spot in Minnesota as far as crops 
are concerned. 

“Crops of nearly all kinds promise to 
be large and prices are good,” he sail. 
“Farmers have lots of stock and ample 
feed for it and pastures are excellent for 
this time of year. This should bring ™ 
delinquent mortgage payments as wel 
as stir up new loans.” 4 

Mr. McNary accompanied a party 0 
farm managers on a tour of westefl 
Minnesota and part of South Dakota 
In the latter, state he said grain yields 
were light in some localities and _thert 
were signs of firing but the situation 4 
a whole was not bad. ‘ 

Outbursts over farm foreclosure suits 
which were common a year or so 48 
have practically died out. 











Signs Burial Bill 

Governor Murphy of Michigan has 
signed the bill bringing burial bene 
associations under supervision of 
insurance department. 
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Six Months Record Given 


on Buyers of Insurance 





Lincoln National Life Survey 
Gives Occupational Classification 
as to Purchasers 





For they first six months of 1937, 
brokers, bahk managers and real estate 
company Officials led all other occupa- 
tional classifications in total yolume of 
life insurance purchased in 
$10,000 or more, accordi 
pilation of the Lincoln 
monthly surveys of big 
buyers. This group was tied qwith ; 
dealers for first place in ‘otal nu 
ot large policies purchased. 


Large Policy Group 
















Occupational groups liste@accordin, $2 


to total amount of insurance purehased 
in large policies over the six-month 
period were: Brokers, bank managers, 
and real estate company officials; whole- 
sale dealers; retail dealers; housewives; 
physicians and surgeons; gas and oil 
well officials; automobile and accessory 
dealers; iron and steel factory officials; 
builders and building contractors; law- 
yers, judges and justices; students; real 
estate agents; office managers; express 
and livery company officials; and agents, 
canvassers and collectors. 

Listed according to the number of 
large policies bought, the groups were: 
Brokers, bank managers and real estate 
company officials; retail dealers; whole- 
sale dealers; physicians and surgeons; 
builders and building contractors; law- 
yers, judges, and justices; commercial 
travelers; gas and oil well officials; stu- 
dents; real estate agents; housewives; 
automobile and accessory dealers; iron 
and steel factory officials; office man- 
agers; agents, canvassers and collectors; 
farmers; and express and livery company 
officials. 





Few Insurance Recruits for 
San Francisco Office Unions 





SAN FRANCISCO. — Although it 
seems quite definite that San Francisco’s 
insurance employes will not join the two 
unions, which have been “in the air” for 
several months, in any numbers, reports 
are that most of the fire and casualty 
company offices have adjusted salaries, 
particularly in the lower brackets. Em- 
ployes and managers confirm these re- 
ports, but there is still considerable con- 
cern among managers as to the outcome 
of the aggressive activities being con- 
ducted by representatives of the A. F. 
of L. and the C. I. O. 

A number of office employes have ad- 
mittedly joined one or the other of the 
unions, but at a recent “mass meeting” 
of the so-called Bank, Insurance & Office 
Union, a C. I. O. affiliate, few insurance 
employes were seen in the audience, and 
those who questioned the organizers 
from other unions presented questions 
which indicated that these labor leaders 
had little understanding of the working 
conditions in San Francisco insurance of- 
fices. Most of the questions were evaded 
or set aside for “future consideration.” 
Out of about 200 present, representing 
all types of clerks, a check indicated 
that less than a dozen signed the mem- 
bership roll. 

_There has been considerable conversa- 
tion but little actual “joining up”, and 
the general sentiment seems to be that 
the insurance employes would rather stay 
aloof from the unions and unite in an as- 
Sociation of their own. 

Proposed demands by the office work- 
ets’ union are for a five-day week of 
seven hours per day, with two 15-minute 
rest periods daily and minimum weekly 
Wage rates ranging from $25 for office 
boys and messengers to $50 for assistant 
department managers, accountants, senior 
bookkeepers and other comparable posi- 

ions, 








Mutual Benefit Life Names 
Haselton As Assistant 
Agency Superintendent 





NEWARK, N. J.—Fern D. Haselton, 
for the past year associated with the 
home office as field service manager, has 
been named assistant superintendent of 
agencies for the Mutual Benefit Life. 
Prior to his home office connection Mr. 
Haselton made an outstanding success 
as a field man and supervisor in the New 
ih bea Ai agency. He will give special 
attention to the further development of 


FERN D. HASELTON 


the new sales training work undertaken 
by the agency department through its 
field service staff. 

Mr. Haselton was the first of an able 
staff of field service men gathered about 
him by Superintendent of Agencies Ken- 
agy. Other members of the group since 
added have been C. J. Travis, W. H. 
Gaither and B. C. Thurman, all operat- 
ing under the titles of field service man- 
ager. The group has become familiarly 
known among field men as the “Four 
Horsemen.” To them, in the main, has 
fallen the task of devising and perfecting 
a company selling and training procedure 
and the installing of it in the agencies. 
Mr. Haselton’s principal contributions 
have been the basic selling formula and 
the idea and plans for a new selling, 
training and recruiting aid which has 
been developed and patented by the 
agency department. The new method 
was previewed at the convention last 
spring and in the months which have 
followed has been to a limited extent put 
into operation in several experimental 
centers. 


Started in New Hampshire Town 


Mr. Haselton entered life insurance 
with. the Mutual Benefit in 1932 in a 
New Hampshire town hard-hit by the 
depression. Although the company had 
but four policyholders there, he recog- 
nized his agency franchise as a business 
opportunity and he approached his task 
through logical business procedure. In 
three months he was the leading life man 
of his community. He perfected his 
selling methods and was able to demon- 
strate to others the kind of effort neces- 
sary for a quality job. His abilities and 
the quality of his work led him naturally 
into supervisory work with the New 
Hampshire agency which has become 
outstanding among the company’s agen- 
cies, and consequently into the home 
office which offered a broader theatre for 
his talent. In terms of results, during 
his four years in the field his average 
production exceeded $300,000 annually 
on forty-eight lives. During the last two 
of those years that record was more than 
maintained despite the fact that a large 
share of the agency’s recruiting and 
training work was also his responsibility. 
Mr. Haselton was born in Bath, N. H., 
43 years ago. 





Courts Are Indefinite on 
“Accidental” Clause Meaning 


Despite simplicity of the wording of 
the clause in life policies providing for 
double indemnity in case of accidental 
death, its interpretation by various state 
and federal courts has differed widely 
and both companies and assured will 
benefit when there are uniform decisions, 
H. A. Hodges, Continental Assurance 
attorney, told the Chicago Life Insur- 
ance Lawyers Club in a talk on “Acci- 
dental Means.” 

The terms “external” and “violent” 
in the modern clause have been given 
very liberal interpretation in the courts, 
he warned, and claim departments must 
not count so much on these words as 
defense in a disputable case. 

There has been much dispute on the 
term “accidental means.” The insurer 
should be liable if there is a slip, mis- 
hap or unintentional deviation in per- 





formance of the act causing the acci- 
dent, which ordinarily would not cause 
it, or if an unforseen alien factor in- 
trudes. Even on these points courts 
have rendered opposing decisions, how- 
ever. 


Peculiarity of Clause 


Another part of the clause which has 
been disputed is the phrase providing the 
accidental means be the sole cause, inde- 
pendent of disease. Hence a bodily in- 
firmity though a concurring cause and 
although possibly unknown, prevents the 
clause from covering, he stated. 

However, if assured has recovered 
from a disease which could recur and 
the accident causes this to happen, the 
carrier is liable. Bodily idiosyncracies 
such as susceptibility to anesthesia are 
not considered bodily infirmities under 
the “sole cause.” Chronic diseases caus- 
ing falls, etc., are not covered. 

ecent insurance decisions were dis- 
cussed, 

















GOOD WILL 











Thousands of men and women in the United 
States own Canada Life policies just as 
thousands of Canadians have policies in 
United States companies operating in Can- 


ada. 


Thus, millions of dollars so entrusted an- 
nually to the Canada Life with confidence 
based on the Company’s long record of ser- 
vice in the United States, not only maintain 
life insurance protection for the policy own- 
ers and their families but through the In- 
vestment of these funds in United States 
securities they are assisting the Nation’s 


progress. 


All payments by the Company to policy own- 
ers, annuitants and beneficiaries are made in 
United States currency in all cases where 
payments to the Company have been made in 


the same currency. 


Of some 300 Life Insurance Companies on 
this Continent, only 7 are as old as the 
Canada Life. This Company was established 
ninety years ago—in 1847. It has been co- 
operating with its tens of thousands of 
United States policy owners for almost half 


a century. 





48 Years in the United States 





| (anada life 
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Berkshire associates are enjoying Increased 
Commissions through the use of the follow- 
ing sales plans: 


’ 
© Berkshire Family Protection Plan. 
® Berkshire Juvenile Insurance. 
@ Retirement Income Plan. 
@ Berkshire Organized Estates Plan. 
@Salary Continuation Plan. 
@ Berkshire Benefactor—{Low Cost—Step Rate.) 
@ Family Income Settlement Options. 
€ e e e e 
@Sales Stimulants—Direct by Mail Advertising, 


Proposal Forms, Illustrated Booklets and Folders, 
Blotters and Other Sales Helps. 


@ Fund-o-Mentals—(A Modern Training Course). 
“Ask Any Berkshire Agent” 


BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 


PITTSFIELD, MASS. FRED H. RHODES, President 





























LIFE REINSURANCE EXCLUSIVELY 


LAWRENCE M. CATHLES 
PRESIDENT 


99 JOHN STREET NEW YORK CITY 
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Real Estate Now 
Is Being Handled 
With More Profit 


Life Companies Have 
Evolved More Satisfactory 





Plans in Administering 





Sufficient time has now elapsed for 
life companies to get some experience 
on real estate they have had to take over 
through foreclosure, both farm and city 
property. Owing to the wholesale fore- 
closures that had to be made, companies 
found themselves confronted with very 
serious problems. Theretofore they had 
been able to dispose of foreclosed prop- 
erty without great delay. However they 
found after the economic concussion 


there was no market for real estate at 
a price where they could come out even. 
Furthermore the companies were not in 
the real estate business and did not have 
the machinery for handling the prop- 
erties. They did not desire to throw 
either the farms or city properties on 
the market and subject themselves to 
serious losses, 


Real Estate Departments Organized 


Therefore they organized departments 
at the home office to handle these prop- 
erties. Where there was a _ sufficient 
number, a separate department was 
established for farm property and an- 
other for city property. In some states 
bureaus were formed to handle prop- 
erties for companies and thus the ad- 
ministrative cost was lessened. Each 
company formulated its own policy for 
dealing with these various lands. In 
the first place the farms are being oper- 
ated in a business like way. Many farm- 
ers are not business men. They had not 
conducted their affairs along lines that 
would bring in much if any profit. 

Life companies found that it was 
necessary to go to some expense in get- 
ting farms in shape. Many have been 
run down, repairs were needed, improve- 
ments were called for. A farm depart- 
ment had to decide just how far it should 
go in the way of improvements and re- 
habilitation expense. 


Modern Farming Methods Used 


Modern farming methods were intro- 
duced, markets were studied, and the 
possibilities of various crops were in- 
vestigated. Each farm was placed on its 
own foundation and a plan was laid out 
as to what should be done with it. Some 
farms were converted into raising dairy 
products. Others were found best 
adapted to raising live stock. An at- 
tempt was made to ascertain the most 
profitable productive program for each 
farm. 

Companies owning farms have en- 
deavored to get their scattered proper- 
ties in shape to sell. They found that it 
was expensive to deal with a farm that 
was distant from others and in a sec- 
tion where a company had but very few. 
The same was true with urban property. 
An effort was made to graduallv dispose 
of these more distant properties, thus 
leaving those located in a more compact 
area where supervision could be con- 
ducted with the least possible expense. 


Earn a Fair Return 


Some companies now are earning a 
fair return on their farms. Others are 
breaking even where in the past the 
farms were operated at a loss. So far 
as citv properties are concerned. rentals 
have been increased. There has not 
heen sufficient residential and anartment 
huildings erected to meet the increased 
housing demands and hence the net 
earnings on these have increased. 

The state insurance departments are 








being lenient with companies especially 


where their properties are being éf. 
ficiently handled and the returns are 
satisfactory. A: few states have laws 


limiting the time that a life company 
can hold real estate outside of a home 
or branch office building. It has become 
necessary to get an extension of time 
because it would be embarrassing to 
force companies to get rid of their rea] 
estate under pressure. ‘Companies state 
that they have had the utmost coopera- 
tion from most of the departments. 


Some Demanded Appraisers 


They are inclined to criticise a few 
that demand appraisals especially of 
companies licensed in the state but domi- 
ciled in other states. They do not object 
to a commissioner checking up on his 
own companies but protest is made to 
the extra expense involved in appraisals 
for outside companies. It has been 
found in some instances that appraisers 
are hired to pass on values of scattered 
and distant farms where the expense 
runs up almost to the value of the prop- 
erties themselves. Companies have been 
conservative in their valuations, not de- 
siring to pad figures or expand assets 
unreasonably. 


Retaliation Was Threatened 


Recently one of the central western 
states, after checking up the real estate 
and mortgage loans of its own companies, 
demanded that the head of its real estate 
appraisal department take action as to 
companies in nearby states. It was 
claimed by these outside companies that 
this procedure was more or less involved 
in politics so that the real estate depart- 
ment could charge liberal fees and also 
appoint appraisers of its own liking, al- 
lowing them very attractive compensa- 
tion. The matter reached an acute stage 
when companies took up with their own 
insurance department, leading to a threat 
to retaliate on the aggressive state and 
make appraisals of the properties of its 
companies. This called a halt. .Some 
of these companies are undergoing a con- 
vention examination and the point was 
made that the National Association of 
Insurance Commissioners had now offi- 
cially decided on the convention examina- 
tion plan and that therefore the commis- 
sioners had no moral right to depart from 
it unless there is an emergency of some 
sort. 


No Double Indemnity When 
Contract on Extended Basis 








When a life policy is running on an 
extended basis, the premium not having 
been paid, the double indemnity benefits 
are terminated, according to the Ar 
kansas supreme court in National Re- 
serve Life vs. Cole. 

The double indemnity benefits were 
provided in a supplement attached to the 
policy, with this condition “This sup- 
plement shall automatically expire when 
the policy to which it is attached be 
comes paid up or when premium pay- 
ments are discontinued by the assured 

” 


The court remarked that the term 
“extended insurance’ and “paid up 1 
surance” are distinct, but each is paid uP. 

The supplement values ceased when 
the policy to which it was attached be- 
came paid up and it was paid up undet 
the extended insurance agreement, ac 
cording to the supreme court. 





J. Lawrence of the claim department 
at the home office of the Mutual Bene 
fit Life, who has been affiliated with 
the company for a number of years, an@ 
who is a trustee of the New Jerse! 
Historical Society, is a descendant of 
William Paterson, one of the four who 
signed the federal Constitution for New 
Tersey on Sept. 17, 1787, and the first 
Tersey man to become a justice of the 
United States Supreme Court. This be 
came known this week through the 
New Jersey United States Constitution 
Commission. 
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Desirable 


Territory 


um 


INDIANA 


with a sound 


progressive organization 


Write to 


RURAL BANKERS 


Life Insurance Co. 
610 Sherland Building 
South Bend, Indiana 
John V. Sees, President 




















Truthfully 
Speaking 
2 


Most Life Underwriters know it 
takes a planned future to achieve 
success as a personal salesman 
or a General Agent. About one 
in a thousand do something 
about it. 


Our Agency Department concen- 
trates on Planned Futures for 
General Agents. 


We cannot guarantee your future 
—only you can do that. We can 
give you a Success Plan that has 
never failed in the hands of any 
man who followed it with sincere 
personal effort. Address inquiries 
to O. R. McAtee, Director of 
Agencies. 


REPUBLIC 
NATIONAL 


LIFE INSURANCE 
COMPANY 


“Registered Policy Protection” 
Home Office: 
Dallas, Texas 


THEO. P. BEASLEY 
President and General Manager 














Analyses of Costs 

Show Unfairness of 

Gain-Loss Exhibit 
Little If pa Profit 


Results From Lapsation 
of Policies 





Analyses by actuaries of income and 
expenses in connection with lapsed poli- 
cies under which no cash value was paid 
indicate that there may be little if any 
profit to the company fram this source, 
despite the fact that the gain and loss 
exhibit in the annual statement often 
shows a profit running up into millions 
of dollars. The latter item, for this rea- 
son, is the principal point of attack by 
those who want the gain and loss ex- 
hibit changed so that it represents a 
fairer picture of life company operations 
and lends itself less readily to distortion 
by ignorant or mercenary critics of life 
insurance. d ; 

The profit from lapses is particularly 
susceptible to misinterpretation because 
it theoretically represents reserves in 
policyholders’ contracts which upon ter- 
mination are not turned over to the pal- 
icyholder but are thrown into surplus. 
Actually, an amount equivalent to prac- 
tically all this reserve, and in the earliest 
policy years even more, has been. paid 
out in acquisition cost, which is of 
course heaviest at the start. 


Costs Hard to Allocate 


At the same time, it is difficult to get 
an accurate estimate of the cost con- 
nected with early lapsation and of how 
expenses should be allocated. Varying 
assumptions result in widely divergent 
answers. Thus, while the item of profit 
from lapsed policies is so far from rep- 
resenting anything actual that it is a 
mere accounting fiction, it is difficult to 
devise a cost-accounting formula which 
will reflect the true cost of business and 
of the profit or loss on lapsed policies. 

As to how far the actual profits on 
lapsed policies should go, there are twa 
schools of thought among the compa- 
nies. One is that the surrender charges 
should be set high enough so that the 
persistent policyholder can never have 
cause ta say that he is being penalized 
in rate or dividend by the company’s 
liberality toward withdrawing policy- 
holders. Those on the other side of the 
fence hold that the privilege of with- 
drawing with the least possible penalty 
is an extremely desirable feature and if 
a low scale of surrender charges result 
in a slightly higher net cost the policy- 
holder should not object since in return 
he has the knowledge that if he should 
be forced to drop his insurance he will 
do so at the minimum cost for the pro- 
tection he has enjoyed. 

Some actuaries are a little leary about 
offering any additions to the present 
gain and loss exhibit with the idea that 
these would be substituted for undesir- 
able features in the present blank. When 
the second page of the gain and loss 
exhibit was originally proposed its spon- 
sors thought it would be a simplified 
substitute for the entire exhibit as it 
had existed up to that time. However, 
the commissioners instead of substitut- 
ing it for the old exhibit, added it on. 
It is thought by some that any further 
good ideas might have the same fate, the 
net result being no progress at all 
towards getting rid of the objectionable 
feature of the exhibit’s first page. 





Henry E. North Welcomed 


SAN FRANCISCO.—General agents 
and managers of San Francisco “offi- 
cially” welcomed Henry E. North to his 
new field of activity at a luncheon. Mr. 
North, well known and popular vice- 





president of the Metropolitan Life, re- 
cently arrived in San Francisco to as- 
sume charge of the Pacific Coast head 
office. The welcoming luncheon was 
sponsored by the San Francisco General 
Agents & Managers Association. R. J. 
Shipley, manager of the Northwestern 
Mutual and chairman, presided. 

Mr. Shipley also introduced J. A. 
Smithies, new Pacific Coast superin- 
tendent of agents of the Metropolitan; 
S. C. Martin, newly arrived manager for 
the National Life of Vermont; G. T. 
Carmona, newly appointed manager of 
the Acacia Mutual and J. J. Valentine, 
new manager of the San Francisco 
agency of the Occidental Life. 





Arkansas Congress Meets 


LITTLE ROCK, ARK.—Regulation 
of fraternals was discussed by G. E. Wil- 
liams, deputy commissioner and fire 
marshal, at a meeting of the Arkansas 
Fraternal Congress, which was attended 
by about 400. Short talks were made by 
Farrar Newberry of Omaha, Neb., a past 
president and a former Arkansan, and 
Revenue Commissioner D. L. Ford. 

Officers are: B. B. Raglin, president; 
E. A. Gwiner, Hot Springs, first vice- 
president; Mrs. Tressie Goldsticker, 
Little Rock, second vice-president. Miss 
Alton Lundy, Little Rock, secretary, was 
absent from the meeting, attending a fra- 
ternal convention. 





Salary Savings Counsellor 


PITTSBURGH, PA.—C. F. Sheedy 
has been named a salary savings coun- 
sellor by the Reliance Life. He has 
been engaged in insurance business in 
Pittsburgh for the last 23 years. He 
was formerly associated with the Lin- 
coln National Life, and before that was 
manager of the Pittsburgh office of the 
Home Life of New York. 


Observe Staff Anniversaries 


The Marion, O., agency of the Ohio 
State Life held a meeting to commem- 
orate anniversaries of five members, 
Manager E. G. Siefert, who has been 
with the company 15 years; J. H. Guth- 
rie, 19 years; F. W. Hoch, 24 years; C. 
G. Bloomingdale and A. L. Strider, 
three years each. Speakers included 
President Claris Adams, Agency Vice- 
president F. L. Barnes and Superintend- 
ent of Agencies W. V. Woollen. 











RECORDS 


Jefferson Standard Life— The assets 
as of June 30 were $70,527,000, there be- 
ing a monthly increase of about $500,000. 
President Julian Price said that the com- 
pany is making a majority of its invest- 
ments in long term, first mortgage loans. 
He finds the investment situation is more 
satisfactory and long term, first mort- 
gage loans he characterized as the safest 
for a life company. As of June 30, the 
amount invested in such loans totaled 
$20,300,000. Insurance sales showed con- 
siderable increase during the first six 
months, the figure being 15 percent. It 
gained $11,000,000 insurance in force, 
bringing the total to $358,500,000. The 
surplus increased $100,000, bringing that 
item to $2,300,000. It paid policyholders 





during the six months $2,838,000. The 
mortality experience has been very 
favorable. The Jefferson Standard con- 


tinues to pay on funds held in trust 5 
percent. This makes it outstanding in 
this regard. 

Colorado Life—July life production 25 
percent ahead of any other month for 


the last 19. 

Franklin Life, Springfield, Ill—Re- 
ports gains of more than 22 percent in 
written and 22 percent in paid new busi- 
ness in July over July of last year. Gains 
were made in spite of the company’s 
convention of agency clubs at Colorado 
Springs in July having materially re- 
duced production strength in July. 
A school for agents who did not attend 
the Broadmoor meeting will be held at 
the home office Aug 23-25. 
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Mp ps tz 


te the Wet 


The first trains to 
the West carried 
among their passen- 
gers those who found 
comfort in the thought 
that their loved ones 
were protected by the 
St. Louis Mutual Life 


Insurance Company. 


The St. Louis Mu- 
tual was the first legal 
reserve life insurance 
company west of the 
Mississippi and one of 
the first seventeen in 
the country. It has 
long been known for 
financial soundness 
and wise, conserva- 


tive management. 


There is a better 
future in a company 


with a good past. 








Tra 
Saint Louts Mutua. 


, Life Insurance Co., 


ST. LOUIS, MISSOURI 


F. H. Kreismann, President 

















THE 





NATIONAL 








UNDERWRITER 








August 6, 1937 


——__ 











Enpiroriat CommentT 








Heartening Life Insurance Message 


Ir 1s heartening to have a message to 
life insurance men'in the field of the char- 
acter uttered by President Creary of the 
NorTHWESTERN Mutuat Lire that he 
brought to ‘the annual meeting of the 
agency association of his company. He is 
a keen, conservative and accurate observer 
of the times. He realizes, as we all do, 
that never has there been a greater need 
for life insurance in its various aspects 
than at present. This is due to the fact 
that people are intensely interested in se- 
curity. That factor has been brought to 
the attention of the people in so many 
ways during the business cataclysm 
through which we have passed. We all 
want to feel safe in our occupations, our 
old age, period of disability. We desire 
that our families be made secure. There 


is a definite demand on part of the public 
that the securities we purchase be made 
more secure. 

Then President CLEARY points out that 
business is moving along at a high level 
of activity. There are more people em- 
ployed than before. Payrolls are higher. 
There is more money to spend. Life in- 
surance therefore impresses itself on the 
minds of the people because of its secur- 
ity, of its stable financial structure, of its 
reputation and its adaptability to the per- 
sonal and business needs of the day. Inas- 
much as conditions now are more certain 
than they have been and everyone desires 
to throw about him safeguards to ward 
off untoward attack, life insurance be- 
comes a bigger and greater factor in cCivi- 
lization, 


What of Life Insurance Week? 


In his talk before the mid-west confer- 
ence of the Lire ApvERTISERS ASSOCIATION 
of Indianapolis, A. W. Barnes, advertis- 
ing manager of the ILLINOIS BANKERS 
Lire, brought up “Life Insurance Week” 
and the inference that the public draws 
from these special weeks. There have 
been serious doubts in the minds of many 
whether “Life Insurance Week,” unless 
freed of its commercial aspects and atmos- 
phere is not placed in the same category 
as the 90 odd other special weeks running 
all the way from “Constitution Week” and 


“Golden Rule Week,” to “June Bride 
Week,” “National Cheese Week,” “Pipe 
Week,” and “Raisin Week,” “National 
Canned Goods Week” and even a “Tan 
Shoe Week.” 

There is a place in the sun for “Life 
Insurance Week” or some period set aside 
for the presentation of life insurance di- 
vorced entirely from business soliciting. 
We fear now that “Life Insurance Week” 
is being put in the same category as 
“Swim for Health Week,” “Take a Pic- 
ture Week,” or “National Lemon Week.” 


Recruiting of General Agents 


Lire insurance executives in attempting 
to reach a more satisfactory solution to 
the problem of recruiting salesmen are 
finding it highly desirable to start at the 
scource and train general agents or man- 
agers that have the qualities and charac- 
teristics that enable them to make the right 
kind of selection. 

It has been found that some general 
agents cannot be made over. They follow 
old ways and often they are crude. They 
do not have the faculty of being able to 
choose the right kind of agents. Superin- 
tendent of Agents H. G. Kenacy, of the 
Mutua BeEneFir Lire in giving the 
charge to two new general agents at Chi- 
cago on being inducted into office said 
that one of their future duties was to 
build up an organization of agents of qual- 
ity who were able to produce sufficient 
business to make a comfortable living. 
That, after all, is the goal to which all 
are striving to attain. 

Therefore, rather than attempt to add 
to the present organization of salesmen, 
agency men are giving far more attention 


be necessary to secure and train the right 
kind of men in a supervisory capacity if 
they expect to build up quality agencies, 
meaning by that those composed of agents 
that are able to produce a_ sufficient 
amount of the right kind of business to 
make a decent living and enable them to 
enjoy not only the comforts but a reason- 
able amount of the luxuries. 

Therefore many companies are weeding 
out their general agents who are not pro- 
gressive and building up a new breed. It 
may take some years to accomplish what 
they have in mind. For instance, a com- 
pany may put on four or five young men 
after they have carefully looked them 
over, had them at their home offices and 
had them in contact with three or four 
officials, as agents with a guaranteed sal- 


ary to solicit according to the methods | 


laid down by the company. Thus they 
become acquainted with the plans and pro- 
gram of the company. Their antecedents, 
their education, their character, their am- 
bition, their characteristics have been care- 
fully studied. 





in young men of this type and it is put- 
ting them through the paces requiring 
them to stay in the field for three or four 
years and even more until they are prop- 
erly seasoned. Then they are assigned to 
a general agency chair. Those who have 
studied this system of building up gen- 
eral agents have reached the conclusion 
that it is impossible to pluck a man here 
and there who has been with some other 


company or one who has not had a sounj 
fundamental systematic training along the 
lines that the company desires. There. 
fore, it is the aim of such companies t 
construct almost a new organization o 
general agents. Then, too, it is necessary 
to keep bringing up all the time young 
men in the training camp who will } 
able to fill supervisory positions in the 
later years. 








PERSONAL SIDE OF BUSINESS 





F. L. Barnes, agency vice-president 
Ohio State Life, is on a trip to ‘Chicago, 
Minneapolis and Kansas City, visiting 
agencies. He will be gone two weeks. 
President Claris Adams and his family 
are spending a month’s vacation at Pent- 
water Lake, Mich. 





Neil D. Sills, Richmond, Va., manager 
for the Sun Life of Canada and a former 
president of the National Association of 
Life Underwriters, is on a vacation trip 
to Seattle, Vancouver and Alaska. He 
is accompanied by Mrs. Sills. 





Robert Louis Hesse of Madison, Wis., 
general agent of the Lincoln National 
Life, is true to his company. iMr. and 
Mrs. Hesse are announcing the birth of 
a son, whose name is Robert Lincoln, and 
whose nick name of “Bob-O-Link.” 





G. W. Schoeffel, manager of home 
office of Oregon Mutual Life, upon his 
return from a nine weeks’ trip to Euro- 
pean centers reported Europe is pros- 
perous and enormously hungry for 
goods. Trade is better than ever before. 
This was Mr. Schoeffel’s second trip to 
Europe. In Nice he attended the con- 
vention of Rotary International, and in 
Berlin the convention of the Interna- 
tional Chamber of Commerce. 





W. M. Henderson, Traer, Ia., attended 
the annual agents’ meeting of the North- 
western Mutual Life in Milwaukee last 
week. He has attended every meeting 
for 22 years. In the district agency 
trophy contest, Mr. Henderson ranked 
first in Iowa and fifth in the United 
States, for the year ended May 30. 





Eli Schweiger, one of the outstanding 
producers nationally of the New York 
Life, made the first hole-in-one of the 
season at his home golf course in Jef- 
ferson, Wis. He sank his tee shot on 
the 145-yard No. 7 hole while playing 
with a foursome. 


W. J. Farnham, 68, with the North- 
western ‘Mutual Life at the home office 
51 years, died of a heart ailment. His 
father, the late William Farnham, be- 
came assistant secretary of the North- 
western Mutual when it was founded in 
1859. The son started as a clerk in 1886. 
For the last 25 years he was in charge 
of the records of the finance committee 
in the mortgage loan department. 








Robert Albritton, son of General 
Agent E. S. Albritton of the Provident 
Mutual Life in Chicago, is an agent of 
the Minnesota Mutual Life in St. Paul. 
Young Albritton graduated from North- 
western University and then went to the 
Wharton School of the University of 
Pennsylvania getting his master’s degree 





he was at the university he did som 
work in the Paul Loder agency of th 
Provident Mutual in Philadelphia an( 
also tried out his skill in soliciting. Thy 
Minnesota Mutual-has thim in ‘training 
Therefore -he 4s the second Albritton t) 
become -connected with the Minnesok 
Mutual. His father «at one time wa 
vice-president and superintendent 
agents and, in fact, appointed the pres. 
ent vice-president and superintendent of 
agents, Harold J. Cummings as his a. 
sistant. 





Commissioner Yetka of Minnesot 
took an automobile vacation trip through 
Canada with his family. 





L. L. Manry, who had been operating 
an agency at Courtland, Va., for mor 
than half a century died. One of the 
pallbearers was G. W. Diggs, Richmont 
general agent for the Penn Mutual Life 
which had been in his office 55 years, 
R. C. Rice, Virginia state agent Phoenix 
of London, and several other Virginia 
specials representing companies in his 
office attended the funeral. Mr. Manry 
was born in March, 1846, at Jerusalem, 
Va., now known as Courtland, was: 
confederate veteran and brigadier genera 
in the United Confederate Veterans. 





Larry Yost, chief examiner of the 
Illinois insurance department, spent the 
past week in St. Paul among his old 
associates at the Minnesota department. 





R. C. Clark, who was formerly insw- 
ance commissioner of Vermont, has been 
elected president of the Bellows Falls, 
Vt., Trust Company. 





G. H. Stevens, Jr., Seattle general 
agent for the Guardian Life, was host to 
40 brother agents members of the Pres: 
dent’s Club, leading producers. Among 
guests were J. A. McLain, vice-pres: 
dent af the company, and Frank Wit 
denborner, superintendent of agencies. 





Fifteen veteran home office employes 
of the Northwestern National Life o 
‘Minneapolis who have been with it % 
years or more were honored at the at 
nual picnic at the Lafayette Club, Lak 
Minnetonka. Seven of the 15 were prt 
sented with engraved watches by Pres: 
dent O. J. Arnold in recognition of thet 
long service. Those receiving watches 
were Hugh Pritchard, 34 years; Elin 
Swenson, 33 years; Mayme E. Hite 
cock, 32 years; Wm. H. Bowen, 4 
years; Michael Formico, 30 years; Helet 
M. Keefe, 28 years, and C. Gertrude 
Brown, 25 years. Other veterans cite 
by Mr. Arnold were Dr. Henry W. Cook 
and J. Stewart Hale, vice-presidents 
who had been previously presented wi 








to general agents, realizing that it will A company is willing to invest money |in taking the insurance course. While ‘recognition awards, and Ida R. Binget 
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heimer, E. M. Stickney, Ed. W. Hill- 
weg, A. P. Sandin, Anna Soderberg and 
Levi Norman, who are no longer in 
active service, having been retired on 
pension. 





R. W. Daniel, candidate for nomina- 
tion for lieutenant governor of Virginia 
in the state democratic primary, was 
formerly general agent at Richmond for 
the Maryland Life. Another candidate 
in the primary was W. M. Brooks, one 
of the premier producers for the Sun 





Life of Canada at Richmond. With the 
slogan, “A business man with business 
ideas,” he was seeking a seat in the 
house of delegates from Richmond. Mr. 
Brooks is a former president of the 
Richmond Association of Life Under- 
writers and also of the Virginia State 
Association of Life Underwriters. One 
of the interesting developments of the 
campaign was the recent entrance of 
former Governor E. L. Trinkle, presi- 
dent Shenandoah Life, as an active sup- 
porter of Senator Daniel. 








NEWS OF THE COMPANIES 





Illinois Examination Report 





Illinois Department Gives Its Findings 
on the Bankers Life & Casualty of 
Chicago 





The Illinois department has issued a 
report on the Bankers Life & Casualty, 
5627 North Central avenue, Chicago, an 
assessment company. It writes life, ac- 
cident and health. The examination is of 
Dec. 31. Its assets are $13,881 and sur- 
plus $2,692. The report says that the 
company has shown a substantial gain 
in business during the last year, which 
is principally due to the reinsurance of 
two mutual benefit associations. All life 
business written is reinsured. The re- 
port says the management is econom- 
ical. Its financial condition is favorable 
and the assets consist of high grade 
bonds and cash. C. S. Blomgren is sec- 
retary and treasurer and John Mac- 
Arthur, vice-president. It reinsured the 
Blackhawk Mutual Benefit and the Pub- 





Gain Recognition 





T 











RALPH PRICE 


Ralph C. Price, vice-president of the 
Jefferson Standard Life and a director, 
has been elected a member of its execu- 
tve committee. He is a son of Presi- 
dent Julian Price. Ralph Price is one 
of the agency executives. 

alph Price came into the Jefferson 
Standard organization following his 
graduation from Harvard in 1926. He 
€came associated with the agency de- 
Partment as agency secretary. He was 
in this position for two years and then 
went into the field as a personal pro- 
cucer to get actual experience in carry- 
ing the rate book. He made his head- 
ba at Greensboro. During the 
nae years, when he was soliciting busi- 
Af he wrote in excess of $1,000,000. 
nw therefore, getting some valuable 
back Service experience he was taken 
tend Into the home office as superin- 
ae of agencies supervising a large 
aa: Last January he was made 
ecatee cent. As a member of the ex- 
touch committee he comes in closer 
a With the general operations of the 

mpany in all its departments, 











lic Mutual Benefit, both af Rockford, 
Ill. The Marquette Life reinsures the 
life business of the Bankers Life & Cas- 
ualty. 

A general agents contract with the 
Midwestern Insurance Underwriters is 
in force and provides for the writing of 
health and accident business only. The 
Bankers Life & Casualty participates in 
mortality savings on all reinsurance 
ceded. The premium payable to the 
Marquette Life is $10 per thousand of 
reinsurance ceded. Its life premiums 
last year were $12,321, casualty income 
was $6,017. The tatal income was $23,- 
586. The disbursements were $19,968. 
Its insurance in force was $1,107,746. 





Willard I. Hamilton Retires 


Vij:e-president of Prudential Ceases 
Active Work After 52 Years—Noted 
Housing Authority 








NEWARK—Retirement of W. I. 
Hamilton, vice-president Prudential, is 
announced by President Duffield. Mr. 
Hamilton has been with Prudential more 
than 52 years, mainly in the production 
end. He entered the home office in 1885 
after graduation from Newark Academy, 
then was placed in charge of the agency 
division including Illinois, Ohio and 
Michigan. In 1908 he was sent to es- 
tablish the company in Canada. In 1903 
he became assistant secretary and sec- 
retary in 1912, second vice-president and 
secretary, 1918, vice-president and secre- 
tary, 1924, and vice-president, 1931. In 
later years he had been responsible for 
hame office real estate and personnel. 

He had charge of erection of the new- 
est home office structure, the Gibraltar 
building, and has assembled properties 
purchased in anticipation of home office 
expansion. Mr. Hamilton had charge of 
construction and operation of Pruden- 
tial apartments in Newark. 

When President Duffield became in- 
terested in the problem of low cost 
housing he referred the matter to Mr. 
Hamilton, with later adoption of the 
present program. Entire development of 
housing plans was directed by Mr. 
Hamilton, bringing him in close contact 
with the National Association of Hous- 
ing Officials. He developed a manage- 
ment training course for persons enter- 
ing this field. 

For 12 years president New Jersey 
State Chamber of Commerce, Mr. Ham- 
ilton in 1927 was elected president Na- 
tional Association of State Chambers of 
Commerce. He recently became a mem- 
ber of the construction and civic devel- 
opment department committee of the 
U. S. Chamber of Commerce. For 10 
years he was chairman New Jersey state 
water policy commission and was a 
member of the New Jersey state board 
of agriculture. He recently became a 
member of the national advisory com- 
mittee of the New York world’s fair in 
1939. * 


Great Republic Life Order 
Commissioner Carpenter has now 
been granted an order by the superior 
court at Los Angeles permitting him to 
rehabilitate, reinsure or sell Great Re- 
public Life of Los Angeles. The order 
was given after all causes for litigation 
were removed. Attorneys for a group of 





stockholders filed a voluntary dissolu- 
tion of the voting trust. That paved the 
way for the order that was given. Tes- 
timony was offered that former Presi- 
dent T.-J. McComb had dominated the 
voting trust and that the cost of man- 
agement has been excessive. There was 
testimony that the department held 
liquid assets of $90,000 over and above 
reserve requirements and that there is 
$14,200,000 insurance in force. 


F. L. Merritt Made Agency 
Manager by Monarch Life 


Francis L. Merritt, for the past two 
years superintendent of agencies of the 
Monarch Life, Springfield, Mass., has 
been promoted to agency manager. He 
started with the Monarch in its agency 
department in December, 1932. Prior to 
that he had been for seven years with the 
Connecticut Mutual in Springfield, as 
agent and supervisor. He has done 
some especially constructive work with 
the Monarch along educational and 
agency research lines. 

_ Col. J. W. Blunt, as vice-president, con- 
tiues as head of the agency department, 
in full charge of agency activities. His 
duties will become more administrative 
in scope and will permit him to devote 
more time to a constructive considera- 
tion of the agency problems of the com- 
pany. Mr. Merritt, as manager of agen- 
cies, will have direct charge of all agency 
field matters as they relate to organiza- 














tion effort, educational work and produc- 
tion activities. 


M. W. Caskey Is Promoted 


M. W. Caskey who has been special 
representative of the Washington Na- 
tional, Chicago, becomes agency super- 
visor of the combined Central and Mid- 
west industrial geographical divisions at 
the head office to be known as the “Cen- 
tral West Division.’ He served his ap- 
prenticeship at the head office and then 
went into the field. He has been with 
the company since June 1927. He had 
his training in the ordinary underwriting 
department and then was assigned to 
the group division. Later he was sent 
into the field as special representative 
for the ordinary and casualty depart- 
ment. 


Dr. Davison. Medical Director 


BOSTON.—The Boston Mutual Life 
has appointed Dr. A. H. Davison, med- 
ical director succeeding the late Dr. 
Frank Piper, who died earlier in the 
month. Dr. Davison has been associate 
medical director. A native of Baston 
and graduate of Harvard Medical School 
in 1901, Dr. Davison has had consider- 
able medical experience with insurance 
companies in Boston. He went with the 
Boston Mutual in 1921. 








Reinsurance Deal Approved 


TORONTO — Stockholders of the 
Confederation Life have approved the 
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STATISTIC 


A figure sleuth has discovered that the average length | 
of service of Mutual Benefit men (excluding new 
men) who attended the 1936 Agents’ Convention was 
something over thirteen years. An analysis of the 
“composite man” of this group shows that he began 
his service shortly after the post war depression, made 
“good money” during the boom, had to scratch like the 
dickens for his commissions during the Great Depres- 
sion, and, still working hard, is getting better results 
for his efforts in 1936. His thirteen-year service record 
is at once a tribute to his ability and industry and to 
the Company with which he is associated. 


MUTUAL BENEFIT 


LIFE INSURANCE COMPANY + NEWARK « N °¢ J ¢ 
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Good Combination 


A successful old time agent 
recently said to us: “I have 
seen policies I liked just about 


as well as yours; I have seen 


as good; but I have never 
before seen them put together 


| 
agent’s contracts just about 
by one company.” 


BANKERS MUTUAL LIFE Co. 


FREEPORT, ILLINOIS 
Founded in 1907 





With.. 


THE OHIO STATE LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 




















agreement to reinsure the Canadian 
business of the United States Life, which 
had 142 policies in force amounting to 
$453,905 on Dec. 31, 1936. 


Kenny Named Supervisor 


M. K. Kenny has been appointed 
Canadian field supervisor of the Equi- 





table Life of New York. He will assist 
in the expansion of the sales staff. 





Life Company Notes 
The receivership suit pending against 
the Security Benefit Association of To. 
peka has been dismissed. 
The Columbian National has been ]i- 





censed in Arkansas. 








LIFE AGENCY CHANGES 





Open Second Chicago Agency 


Verink in 
as South 





Union Central Places 
Charge, Names Charlette 
Bend Manager 





A second agency in Chicago is being 
established by the Union Central, with 
Ellis D. Verink as manager. He goes 
from South Bend, Ind., where as man- 
ager in two years he built the office from 
scratch to $800,000 annual production. 
Edwin P. Charlette, South Bend, be- 
comes manager of the northwestern 
Indiana agency to succeed Mr. Verink. 

Mr. Verink, secretary Davenport, Ia., 
Y. M. C. A., four years ago took a 
Union Central contract after 18 years as 
a “Y” man in this country and the 
Orient. As an agent in Davenport he 
qualified for the $500,000 Club before he 
had been two years in the business. The 
Chicago assignment is the second in two 
years in which he is to build an agency 
from the ground up. Headquarters will 
be in the Board of Trade building. 

Mr. Verink was educated in Coe Col- 
lege, establishing high athletic and scho- 
lastic records. He served the “Y” as 
physical director, then secretary of the 
McPherson, Kan., branch, and then was 
sent to Peiping, China, after two years 
being stationed at Kirin, Manchuria. 
After four years he returned to serve in 
the finance department of the “Y,” four 
years later went to Davenport, and after 
five years entered life insurance with the 
Union Central. 

Mr. Charlette, brought into the busi- 
ness 15 months ago by Mr. Verink, has 
been a member of the $250,000 Club and 
established a fine record for service to 
policyholders. Much of his new business 
is a result of word-of-mouth advertising 
by policyholders. 

Mr. Charlette was educated at North- 
western University and Wharton School, 
University of Pennsylvania. For a num- 
ber of years during and after college he 
was associated with the late Melvin L. 





ee 


Traylor, then president of the Live 
Stock Exchange National Bank, Chi- 
cago, later of the First National Bank 
there. He spent a number of years in 
the investment business and joined the 
Union Central with Mr. Verink at South 
Bend in 1936. 

H. A. Zischke is manager of the first 
agency in Chicago, which in the past 
was for many years the Ferguson 
agency, then was directed by D. A. Day. 

Mr. Zischke has had an excellent rec- 
ord, rebuilding the demoralized Day 
agency and creating a high agency mor- 
ale and loyalty. 


Ford Now General Agent 
of Continental Assurance 








William Ford, widely known through- 
out New Jersey, has been appointed gen- 
eral agent of the Continental Assurance 
for northern New Jersey. Until this 
time identified principally with accident 
and health insurance, his appointment 
marks his aggressive entrance into life 
insurance. 

Mr. Ford secured Philip Belber as 
manager of his life department. Mr. 
Belber is a graduate of the Wharton 
School of Finance, University of Penn- 
sylvania, where he majored in insurance 
and mathematics. He has been asso- 
ciated with life insurance since he was 
graduated in 1923 and is thoroughly 
familiar with sales and administrative 
duties. 

Mr. Ford has represented all depart- 
ments of the Continental Casualty for 
30 years. Sept. 1 he will move into 
larger quarters in the Raymond-Com- 
merce Building, Newark. 


O’Leary Named by Rockford 
John J. O’Leary has been appointed 
general agent of the Rockford Life with 
headquarters at 1033 South boulevard, 
Oak Park, Ill. Mr. O’Leary was Illinois 
superintendent of agencies for the Globe 
Life for 10 years before he joined the 





Great-West Managerial Changes 








L. E. ADKINS 


Carl Sichling, hitherto manager of the 
Great-West Life Carbondale, IIl., branch, 
has been transferred to Belleville, Ill., to 
open a new branch in that city. He will 
be succeeded in Carbondale by L. E. 





Adkins, who has represented the com- 








2 ‘ 
CARL SICHLING 


pany for some time in the Carbondale 
territory. These personnel changes aff 
an indication of the growth and develop 
ment of the Great-West Life’s business 
in Illinois. The company has made great 
strides recently in that territory. 
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Western & Southern Life in 1926 as 
manager of the Chicago west district. 
In 1936 he joined the Union Central 
Life in Chicago as unit manager. 


A. W. Moore, Philadelphia, 
Succeeds Smalley & Moore 


New England Mutual Life has ap- 
© pointed Albert W. Moore as general 
agent in Philadelphia in succession to 
the partnership of Smalley & Moore, 
dissolved by the death of William A. 
Smalley. ( 
Mr. Moore became agency supervisor 
in Philadelphia in 1919 at the age of 24. 
> In 1926 he was made a partner of the 
’ new firm of Marston, Smalley and 
- Moore, later Smalley & Moore, a rela- 
| tionship which he has held with grow- 











' jing success since that date. 

' Like his brother, “Bob” Moore, gen- 
' eral agent in Boston, he is a graduate of 
> Colgate University, where his father was 
- for many years an important member of 
' the faculty. Albert Moore was a mem- 
- ber of the first class in life insurance 
salesmanship given at Carnegie Tech, 
Pittsburgh. The Philadelphia agency 
has been in existence 71 years—the old- 
' est of all Philadelphia general agencies 
| in point of continuous existence, accord- 
— ing to New England Mutual. 


_ Hood Named Aid to A. F. Haas 

‘ W. C. Hood, Jr., has been appointed 
F general assistant in the Pittsburgh 
By agency of Mutual Life of New York, of 
| which A. F. Haas is manager. He has 
| been connected with this agency since 
» 1935 and has successfully specialized in 
a estate planning. 








| Deering Assistant Manager 
BOSTON.—J. C. Paige & Co. has ap- 
pointed A. C. Deering assistant manager 
of the life department under Manager 
Lester Von Thurn. Mr. Deering went 
' with the Travelers in Boston in 1929 as 
field assistant. For the past three years 
| he has been agency organizer for the 
| Mutual Life of New York in Boston. 


| Adds Life Department 
' CAMDEN, N. J.—The E. J. Borden 
local agency of Camden, N. J., has added 
a life department in charge of A. Daniels 
“gia the Continental American 
ife. 


' Reiffen with Provident Mutual 

3 Reuben Reiffen has joined Provident 
Mutual Life as associate general agent 
under A. F. Gillis of Newark and he 

' will open a branch in Paterson, N. J. 

Mr. Reiffen heretofore has been Newark 

manager for Home Life. 


Takes Richmond Area 


7 The Richmond, Va., agency of the 
FE Equitable Life of New York, formerly 
| under the late E. M. Crutchfield, was 
' combined with the Norfolk agency of 
' k.R. Richardson, who will be general 

agent in charge of both territories. In- 

Stallation of Mr. Richardson as head of 

the combined agencies was held in Rich- 
» mond with Vice-President Graham off- 
ciating and Agency Manager E. R. Jeter 
of Rock Hill, S. C., assisting. Mr. Rich- 
ardson has been manager of the Norfolk 
agency for 27 years. His annual per- 
sonal production has averaged between 
$250,000 and $500,000 over a long period 
ot years. He will celebrate his 40th 
anniversary with the company next year. 


Midland Life Names Two 


The Midland Life has named J. R. 
Holt, Houston, Mo., general agent for 
Southwestern Missouri. C. H. Sandlin 
= — named general agent at Colum- 
ia, J oO. 


Wilharm to Columbus 

H. R. Wilharm, Pittsburgh, has been 
appointed Columbus, O.. general agent 
of the American United Life with offices 


in the Hartman building. He was for- 
merly with the Holger J. Johnson 

















W. H. Siegmund Joins the 


Zimmerman Agency, Chicago 




















W. H. SIEGMUND 


C. J. Zimmerman, general agent Con- 
necticut Mutual Life in Chicago has ap- 
pointed W. H. Siegmund agency super- 
visor in charge of brokerage. Mr. Sieg- 
mund entered the business with the 
Equitable Life of New York, in 1927. 
Since 1934 he has been assistant agency 
manager of the Sloan agency of the 
Equitable in Chicago. He has been con- 
sistently a member of the Equitable 
Quarter Million Dollar Club. 

He is a director of the Junior Associ- 
ation of Commerce of Chicago, chairman 
national defense committee United 
States Junior Chamber of Commerce, 
and active in the U. S. Naval Reserve. 
He has been active in the Life Under- 
writers Association as well as the Su- 
pervisors Club. He is completing his 
C. L. U. studies. 

The Chicago agency showed a 90 per- 
cent increase in paid-for business in 
July against July, 1936. 








agency of the Penn Mutual in Pitts- 
burgh. Louis E. Halley, who has been 
acting as general agent in Columbus, 
will remain with the company. 


Paul Named by Capitol 


Earl E. Paul, Denver, has been ap- 
pointed as Colorado supervisor working 
out of Denver by Capitol Life. He has 
been supervisor of agencies for the Na- 
tional Cooperative Mutual with head- 
quarters in Denver. 








Life Agency Notes 

M. P. Langstaff has been appointed 
branch manager for Hamilton, Ont., by 
the Continental Life of Canada. 

Richard H. Hall, a life long resident 
of Detroit, who has been connected with 
the automobile industry there, has 
joined the Johnston & Clark agency of 
the Mutual Benefit Life. 


Des Moines Carriers Growing 

Income of the 49 Des Moines insur- 
ance companies, as of Dec. 31, was 
$102,355,087, an increase of approxi- 
mately 2 percent, or $1,877,000 over 1935, 
the Chamber of Commerce reports. This 
was the greatest income for Des Moines 
companies since 1932, when the total 
was $105,040,270. The peak year for in- 
come was 1931, with $117,058,978. Assets 
of these companies, including ten life 
companies or fraternal beneficiary socie- 
ties and 39 fire and casualty companies. 
reached a new peak of $463,715,733 in 
1936, an increase of 6 percent, or $25,- 
873,136, over 1935, when assets were 
$437 ,842,597. 








The Ohio National Life has been li- 
censed in Virginia with W. C. Coulbourn, 
Richmond attorney, as statutory agent, 
pending the appointment of a general 
agent. 
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As SEEN FROM CHICAGO 





GIRAULT AGENCY MOVES 


The Girault Agency of the American 
United Life of Indianapolis, Chicago, 
which has been in the Insurance Ex- 
change Building, is being moved to 176 
West Adams Street, where it will share 
space with the Chicago territory central 
office, of which D. F. Moore is manager. 
The agency, operated by Mrs. Catherine 
P. Girault, was opened in March as the 
first all woman general agency in Chi- 
cago. It has enjoyed a steady gain. 
Mrs. Girault’s husband was until his 
death in 1929 an agency manager in Chi- 
cago for the Equitable Life of New 
York. 

ek 
KLEIN’S WIFE IN WAR ZONE 


Mrs. Adolph R. Klein, wife of an as- 
sistant manager of the Sacks agency, 
Equitable Life of New York, in Chicago, 
is believed to be in the Peiping, China, 
war zane. A cablegram a week ago 
stated she was en route to Peiping from 
Hong Kong. She left Chicago in June 
on a combined educational and vacation 
tour, Klein’s unit in the half year 
paid for $963,000. 

ee ako 


WARSHELL ON SPEAKING TRIP 


E. J. Warshell, leading producer in 
the United States for the Acacia Mutual 
Life and leading agent in the P. A. 
Trezise Agency in Chicago, is leaving 
the fore part of next week for Sea Island, 
Ga., where as president of the William 
Montgomery Quality Club, he will ad- 
dress a regional meeting of the agents 
of his company. From this point he 
will travel to- French Lick, Ind., where 
he will address the mid-western group 
of Acacia Mutual agents. On Aug. 29 
he will arrive in Coronado Beach, Cal., 
to act as chairman there of the club for 
the west coast division. 

* * Ox 
WALLACE WITH “INSURANCE FIELD” 


James F. Wallace, who has been on 
the reportorial staff of THe NATIONAL 
UNDERWRITER at Chicago since October of 
last year, is joining the “Insurance Field” 
as associate editor in charge of its Chi- 
cago office, succeeding F. W. Keisker, 
who is called to the publication office in 
Louisville in an important editorial ca- 
pacity. Mr. Wallace comes from an in- 
surance family, as he is the son of James 
B. Wallace of Kansas City, Mo., head 
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of the Wallace Insurance Agency, who 
is one of the veteran insurance men of 
that city. James F. Wallace before con- 
necting with THE NATIONAL UNDERWRITER 
was associated with the Tucson, Ariz., 
“Daily Citizen” for three years. Mr. 
Wallace has done considerable work on 
the “Insurance Exchange Magazine,” one 
of THE NATIONAL UNDERWRITER affiliates. 

Mrs. Ada Lamphier, editorial secretary 
in the Chicago office of the “Insurance 
Field” for many years, will continue in 
that capacity. 

* Ox 

WILL HAVE CHICAGO AGENCY 


The Country Life of Chicago, allied 
with the farm bureau organization in the 
state and affiliated with the Illinois Agri- 
cultural Association, which has two other 
insurance companies, intends to establish 
a home office agency and thus organize 
the Chicago territory. It has now $100,- 
000,000 life insurance in force and wrote 
last year over $26,000,000. It has had a 
remarkable success. It operates largely 
through the county farm bureaus and 
therefore has very substantial backing. 
In Chicago its contacts through the af- 
filiated insurance companies and its other 
organizations give it many opportunities 
for business building in the city. David 
Miecher is sales manager at the head of- 
fice, 608 South Dearborn street. Howard 
Reeder, the actuary, is home office man- 
ager. 

eT he Country Life began business Jan. 











1, 1929. Last year it wrote $19,535,500. 
In 1932 it produced $12,066,750; in 1933, 
$13,894,400; in 1934, $18,035,500; in 1935, 





7,133, and in 1936, $26,198,932. Mr. 
Mace has been with the ‘Country Life 
since its organization, first as a general 


$19,877 


agent. In 1931 he was made sales man- 
ager. There are now four agency super- 
visors in the state. 

* *K 
LIFE COMPANY STOCK QUOTATIONS 


"a. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid aed 


Aetna Life ..... 10 -60 28% 
Amer. Life, Ala.. 5 nee 4 oF 
Bank. Nat. Life. 10 1.00 40 45 
Build. Life, Ill. Boe ae 2 
Central Life, Til. 10 oiere 9 es 
Cent. States Life 5 wate 2 4 
Columbian Nat..100 4.00 80 90 
Commonw. Life. 10 15 17 19 
Conn. Gen. Life. 10 .80 34 36 
Cont. Assurance. 10 2.00 37 39 
Cont. Am. Life.. 10 1.20 30 34 
Farm. & Traders.100 12.00 210 225 
Fed. Life, Chgo. 10 rks 8 e 
Girard Life Aree 10 -40 10 12 
Great Nor. Life.. 10 eras 4 Re 
Great South, Life 10 2.50 25 30 
Guar. Life, Ia...100 7 100 125 
Kan. City Life..100 16.00 450 500 
Life & Cas.,Tenn. 2 A Ay 15 17 
Ldfe: OF Weiss +05. 20 3.00 73 80 
Lincoln National 10 1.20 25 26% 
Mo. State Life... 10 ee" 3 % 
Monu. Life ..... 10 1.00 36 40 
Natl. Life & Ac.. 10 1.60 65 15 
New World Life. 10 .40 5% 6% 
Northw. National 5 -60 4 15 
North Amer. .... 2 a 4% 5% 
Ohio National... 10 1.00 24 28 
Ohio State Life..100 10.00 225 me 
Old Life Life... 10 -60 15 17 
Pacific Mutual... 1 ve 21% 3% 
Pan Amer. Life. 10 -50 18 20 
Peoples Life, Ind. 10 -60 20 “ 


Philadelphia Life 10 se0 4 5 


Prot. Life, Ala.. 10 -60 14 
Prov. Life, N. D. 10 .80 11 
Rockford Life .. 10 ss 4 8 
Sun Life, Can...100 Ses 700 750 
"TRAVOICTA .«o.0:00: 100 16.00 495 505 
Union Central... 20 .80 35 = 
Wisconsin Ntal.. 10 -50 15 li. 
t 








News OF LIFE 


ASSOCIATIONS 





New Kansas Officers Gather 


Committee Announced at Wichita 
Conference; Tri-State Program Plans 


Are Discussed 


L. E. King of Topeka, Kan., president 
Kansas Life Underwriters Association, 
held a dinner meeting with new officers 
in Wichita. Among those attending 
were Secretary H. W. Moore and Vice- 
presidents John Floyd, Arkansas City; 
R. G. Denison, Salina; L. R. Porter, 
Wichita; Immediate Past President R. 
G. Cunningham, and Past President L. 
B. Brown, both of Wichita. Secretary 
Earl Watson, Wichita Life Underwrit- 
ers Association, was a guest. 

Committee appointments announced 
are: Membership and extension, Wayne 
Clover, Penn Mutual, Wichita; legisla- 
tion, O. T. Cropper, Aetna, Topeka; 
grievance, Guy Glascock, Minnesota 
Mutual, Hutchinson; education, Henry 
Laffer, Northwestern Mutual, Wichita; 
finance, J. J. Donelan, United Life, Sa- 
lina; sales congress and convention 
committee, R. G. Denison, Metropolitan, 
Salina. 

A meeting of officers and national 
committeemen of the nine local life as- 
sociations is planned for early in the 
fall, probably in October, at Manhattan. 

Plans were discussed for cooperation 
with the program committees of the 
Missouri and Oklahoma associations in 
arranging the annual sales congresses 
during the same week next spring so 
nationally prominent speakers may be 
secured for the three programs. The 
plan was followed last year in Missouri 
and Kansas and proved satisfactory. 


* * * 





Birmingham, Ala.—Men endorsed for 
election as trustees of the National as- 
sociation are: J. W. Yates, California; 
H. I. Johnson, Pittsburgh; F. B. Sum- 
mers, Boston; John Witherspoon, Nash- 
ville; I. H. Wilson, Peoria, IIll., and 
W. C. Duff, Pittsburgh. The annual out- 
ing and ‘barbecue will be held Aug. 19. 
Ben Walker is picnic chairman, assisted 
by E. H. Sessaman, C. T. Bush, Tom 
Huey and James Wilcox. 





Thomas New Maine President 





R. B. Hull of National Association 
Speaks at Annual Dinner and Sales 
Congress 





LUCERNE IN MAINE—The Maine 
Association of Life Underwriters held 
its annual dinner and sales congress 
here, stressing need of planned programs 
and greater study of the technique of 
selling. Some 150 were in attendance. 
B. Thomas, Aetna Life, Portland, 
was elected president. D. S. Thomas, of 
Portland, Arthur Chavonelle, Waterville, 
and D. S. Higgins, Bangor, were elected 
vice-presidents, and W. Kidder, 
Portland, was appointed secretary-treas- 
urer. 

E. C. Tracey, Metropolitan, Bangor, 
retiring president, presided. J. D. Grif- 
fin, New York City, supervisor Metro- 
politan, told the agents they did not 
have to sell life insurance today, “only 
tell them what it will do for them and 
they will buy.” The governor’s greet- 
ings were brought by Commissioner 
Lovejoy, who stressed the importance 
of capable agents. A. V. Youngman, 
Mutual Benefit Life, president Life Un- 
derwriters Association of New York, 
talked of methods of conducting an in- 
terview. 

R. B. Hull, general counsel National 
Association of Life Underwriters, em- 
phasized the need for agents to sell life 
programs rather than policies. A. S. 
Kilburn, manager Prudential, Portland, 
said the need for a planned program 
was greatest among those of modest in- 
comes. N. C. Estabrook, New England 
Mutual Life, Houlton, closed with a 
humorous talk bearing on his experi- 








T AKE BOT Life men who write auto- 

mobile or fire insurance, 
as well as life, should read The National Under- 
writer (Fire, " seaeeeaiie and Casualty Section, 
$4 a year), as well as the Life Insurance Edition. 
Both on one s n, $5.50 a year. 


Send order now to A-1946 Insurance Exchange, 
Chicago 





ences in selling policies among potato 
growers of Aroostook county. 
ok ke 


State, Kansas City Chairmen 
Are Appointed by Alderman 


KANSAS CITY.—Dallas Alderman, 
president Missouri Life Underwriters 
Association and head Life Underwriters 
Association of Kansas City, has named 
committee chairmen for both groups, 
Chairmen of the state association are: 

By-laws and legislation, G. L. Dyer, 
Columbian National, St. Louis; Tom 
Parrish, Kansas City Life, Jefferson 
City, vice-chairman; education, W. W. 
Woodbury, Reliance Life, Columbia; 
finance: V. W. Wiedemann, Sun Life, 
Kansas City; membership: W. L. Coon. 
rod, Northwestern National, St. Louis; 
program: J. G. Callahan, Metropolitan, 
St. Louis; publicity: P. C. French, New 
York Life, St. Joseph; women’s commit. 
tee: Helen Summy, Equitable of New 
York, St. Joseph. 

Committee chairmen of the Kansas 
City association are: Program, P. B. 
Turner, Home Life; membership, H., F. 
Kincaid, Massachusetts Mutual, Albert 
Drake, State Mutual, vice-chairman: 
meetings, Bert Boyd, Northwestern My- 
tual; finance, Sam Quarles, Provident 
Mutual: by-laws and legislation, Charles 
Mathews, Penn Mutyal; business stan- 
dards, J. H. Mickey, Connecticut Mv- 
tual; education and publicity, Harold 
Himes, Aetna; CLU, Harry Booker, 
Equitable of New York; women, Bess 
McGowan, Aetna. 

Leon Sittenfeld, New York Life, was 
elected director to replace W. G. Nathan, 
Mutual Benefit, who left the business, 
Mr. Sittenfeld represents the new young 
men underwriters group. 

Ray Robison, Provident Mutual, is 
chairman of this new organization of 
agents under 30 years of age. Lawrence 
Eckerle, Connecticut Mutual, is vice- 
chairman, and Phil Hilmes, Equitable 
Life of Iowa, secretary. Meetings will 
be held bi-monthly on the first and third 
Mondays. 





* OK OK 


Cleveland — The supervisors group 
held an outing, with golf, dinner and 
other recreations. There was a short 
business meeting. William Schmidt, 
John Hancock, was in charge of ar- 
rangements. R. P. Banks, general agent 
Penn Mutual, and director of the Cleve- 
land association, will entertain fellow 
members with a buffet supper at his 
home Aug. 16. C. R. Walker, general 
agent Equitable of Iowa, entertained at 
the last meeting. 

*x* * * 


St. Louis—Seventy-five or more mem- 
bers, including many in the General 
Agents & Managers Association, are ex- 
pected to make the trip to Denver for 








“Sweetest Income 
in America” 


HAT’S what a “big time” 
life underwriter said of the 
side commissions obtainable 
from selling income protection. 


Increasing Life writings at the 
same time you sell income pro- 
tection depends on a plan. 

Our book “The Sweetest In- 
come in America,” outlines this 
plan now in successful opera- 
tion in a number of Inter. 
Ocean Agencies. 


If you are interested in an 
H & A connection with us, 
write for this booklet. 
Inter-Ocean Casualty Co. 
12th Floor American Bldg. 
Cincinnati, Ohio 


——— 
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the National Association of Life Under- 
writers convention, all prepared to work 
to land the 1938 meeting for St. Louis. 
_L, Dyer, Columbian National, is chair- 
an of the special committee working 
on this project. They are urging insur- 
lance men residing east, northeast and 
southeast of St. Louis who plan to at- 
tend the Denver convention to route 
their trip through St. Louis so that they 
can personally learn some of the ad- 
vantages of St. Louis. 

* * * 


Cowley County, Kan.—C. H. Cloud, 
Manhattan Mutual Life, Winfield, was 
elected president; L. W. Waggoner, Ar- 
kansas City, vice-president; Otto Hall, 
Arkansas City, secretary, and Garland 
Hatton, Winfield, treasurer. The asso- 
jation covers Arkansas City and Win- 
field, Don Mitchell, secretary of the 
Wichita Life Underwriters, and R. G. 
Cunningham, past president of the Kan- 
sas association, were guests at a meet- 
ing in Winfield. Mr. Mitchell spoke. 
* * x 

Wichita, Kan.—Monthly meetings are 
P being held during the summer. The next 
‘meeting is Aug. 7. At the annual stag 
golf tournament Clayton Mammell, gen- 
eral agent Farmers & Bankers, turned 
‘ina 76 card for low. 

Heading the score or more of Wichita 
underwriters who will attend the Na- 
tional association meeting in Denver 
are F. E. Frisbie, Prudential manager 
and national committeeman, and_ the 
two Official delegates, Secretary Don 
Mitchell, and IL. Porter, Lincoln 
National general agent and a vice-presi- 
dent of the Kansas association. Wayne 
Clover, Penn Mutual, and J. M. Cald- 
well, Aetna Life, have been named al- 
ternates. : 


SALES MEETS 


Massachusetts Mutual Has 
General Agents’ Gathering 


’ Recruiting and summer sales plans 
headlined the discussions by Massa- 
‘chusetts Mutual general agents meeting 
‘in five key cities. Ideas on successful 
“methods of enlisting new salesmen and 
of stimulating sales forces were dis- 
‘cussed, and plans devised for intensive 
' selling in the fall and winter seasons. 
The meetings were organized by the 
general agents and are intended for the 
© specific purpose of enabling them to ex- 
> change ideas. 
» Each meeting continued through two 
| days, the first day covering a brief dis- 
cussion of the company’s progress 
> through the first half-year, followed by 
+ an open forum on recruiting and selling 
) plans, in furtherance of the company’s 
/ guiding theme of coordinated activity. 
The second day was reserved for indi- 
» vidual conferences in which the general 
» agents could consult the home office 
/agency department representative in at- 
stendance on individual problems. 
| George E. Lackey of Detroit served 
as chairman of the regional meeting in 
Chicago with A. D. Lynn of the home 
» office in attendance. Mr. Lynn also was 
/ present at the meeting in Kansas City 
'when C. L. Scott of that city presided. 
The discussion in Philadelphia was led 
> by M. R. Orr, of that city, with M. Ben- 
' ton of the home office attending. There 
Was a meeting at Columbus, with Fritz 
| Lichtenberg of that city as chairman, 
and C. W. Hall and E. L. Mallon of 
the home office staff attending. There 
was a meeting at Springfield with C. K. 
Litchard and L. H. Cook presiding, and 
Mr. Hall attending. 

The southern and western agencies 
will hold their meetings a little later in 
the year, the latter in Denver at the 
time of the National Life Underwriters 
Association convention. 
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) Mutual Trust Life Meeting 


gvlembers of the Mutual Trust Life 
Peld force who ‘qualified attended a 
three-day regional meeting at Lake Del- 
ri is., this week. There were 60 men 
tom North and South Dakota, Ne- 
taska, Minnesota, Iowa, Wisconsin and 
northern Michigan. Vice-president A. B. 














Slattengren was in charge assisted by 
Superintendent of Agencies L. R. Lunoe 
and Agency Secretary H. J. Nelson. 
The theme of the meeting was “Quality 
Business from Quality Agents.” There 
was an entertainment program. 


Lamar Life Agents Meet 


BILOXI, MISS.—With 150 agents 
and other field men in attendance, the 
Lamar Life of Jackson, Miss., held its 
annual convention here for three days. 
Six southern states were represented. 
C. C. Robinson, editor “Insurance Sales- 
man,” was a speaker. 








The Quarter Million Club of Canada 
Life will meet at Hot Springs, Va., April 
25-27, 1938. 








INDUSTRIAL 


Promotions Are Announced 
in Three Eastern Points 








G. J. Schneider has been promoted to 
superintendent of the Brooklyn No. 11 
Prudential district. He started as an 
agent in 1929 at Maspeth, and two 
months later was transferred to Wood- 
side and later that year was promoted 
to assistant superintendent there. 

J. H. Morris, former superintendent 
of Brooklyn No. 11, has been transferred 
in the same capacity to Rockville Cen- 
tre. He has been a Prudential man since 
1909, starting as an agent in Brooklyn. 
Three years later he was promoted to 
assistant superintendent, alsa serving in 
that capacity in Jamaica. He was 
named superintendent in 1929. 

G. E. Walker is promated to su- 
perintendent of Elizabeth, N. J., No. 1. 
He became an agent in Newark in 1921, 
and in 1922 he was promoted to assist- 
ant superintendent at Orange, N. J., 
where he has since been located. 


Gulf Life of Florida Men 
Hold Annual Gathering 


The mid-summer Managers Confer- 
ence and South Florida cup presenta- 
tion of the Gulf Life was recently held 
in Jacksonville. At the managers’ meet- 
ing, presided over by Agency Director 
L. B. Robey, President T. T. Phillips 
spoke on progress for the year. He said 
there is already better than $5,000 indus- 
trial increase and $3,000,000 increase in 
ordinary together with the highest col- 
lection percent in company history as 
well as the lowest percent of arrears. 

E. L. Phillips, treasurer, also spoke. 
Chief theme of the meeting was “The 
Selection and Training of Men” and 
Manager O. King of the Tampa 
office spoke. V. M. Humphrey, Daytona 
Beach, with the leading record for the 
year ta date, gave “Six Rules for Suc- 
cess” and W. A. Levie, manager of the 
Columbus, Ga., district, spoke on “Dele- 
gating Responsibility to Superintend- 
ents.” 
E. L. Phillips, Jr., assistant secretary, 
discussed “The Use and Abuse of the 
Industrial Policy Loan Privilege.” The 
second day consisted chiefly of managers 
meetings of the south Florida confer- 
ence, and consists of the Miami, West 
Palm Beach, Lakeland, Orlando, and 








Tampa districts. Dan B. Byrd, manager 
of the Orlando district, presided. Super- 
intendent C. W. Siegrist of the Miami 
district spoke on “Staff Production 
Records,” Fred Saunders, leading indus- 
trial superintendent, on “Staff Production 
of Ordinary,” H. L. Spears, Orlando su- 
perintendent, on “Loyalty and Coopera- 





tion,” Agency Supervisor W. J. Ham- 
rick on “Yesterday,” Agency Director 
Robey on “Where Do We Go from 
Here.” 

The cup was awarded D. C. Miller, 
West Palm Beach district manager, 
whose district, won on results of the 
second quarter. 











HAROLD DAVIES EXPERIENCE 


Harold Davies, who is in charge of 
the bureau of lay underwriters at the 
head office of the Equitable of New 
York, entered the service of the com- 
pany in July, 1921, as a student in the 
cashier’s training class at ‘Cincinnati. 
When he completed the work he was 
assigned to the cashier’s office at St. 
Paul, becoming assistant cashier there 
in 1923. Then he was transferred to the 
home office, joining the underwriting de- 
partment. He was appointed special 
underwriter in 1925. He was made as- 
sistant superintendent of the bureau of 
lay underwriters in May of this year. 

* * * 
JUNE PAID BUSINESS 


The J. S. Myrick agency of Mutual 
Life of New York in New York City 
paid for $2,270,391 in July as against 
$1,860,441 in July, 1936. The total for 
the first seven months is $16,620,898 as 
against $14,090,154. 

The H. L. Wofford agency of Pru- 
dential in New York City paid for $760,- 
480 in July, an increase of 32 percent 
over last July. For the first half year 
the agency paid for $3,996,061, an in- 
crease of 27 percent. 

* *& * 
NEW HANDBOOK PUBLISHED 


“Life Insurance and Trust Councils” 
is the title of a new handbook pub- 
lished jointly by the trust division of the 
American Bankers Association and the 
National Association of Life Under- 
writers. 

The handbook states that “the life in- 
surance and trust council is an associa- 
tion of life underwriters and representa- 
tives of trust institutions in a city, 
district, or state, organized for the pur- 
pose of mutual helpfulness and the pool- 
ing of knowledge, in order that both 
groups may provide the most intelligent 
and most helpful service to estate own- 
ers and life insurance policyholders, 
thereby promoting the extension of trust 
service and the use of life insurance in 
estate matters.” The handbook sets 
forth the objectives, origin, and prac- 
tical’ steps to be taken in organizing 





VIEWED FROM New YORK 


By R. B. MITCHELL 





these councils. It contains a “Statement 
of Guiding Principles for Relationships 
Between Life Underwriters and Trust 
Men”; typical articles of association for 
a life insurance and trust council; a 
description of the activities of existing 
councils; suggested topics for addresses 
at regular meetings of councils; a direc- 
tory of the present councils and their 
officers, and a bibliography on life insur- 
ance and trust service. 


* * * 
REICHERT OUTING 


The Louis Reichert agency of Trav- 
elers in New York City had its annual 
salt water outing on Long Island Sound, 
going by boat from Travers Island to 
Huckleberry Island, where games and 
athletic events were run off; and re- 
turning to Travers Island for a shore 
dinner. 

The married men with large families 
decisively defeated the baseball team 
composed of married men with small 
families; Unit Manager S. B. Levey won 
all the swimming events; Assistant Su- 
perintendent of Agencies Ralph Smith 
won the broad jump and Harry Smith, 
also of the home offce, won the weight- 
throwing contest. Paul E. Egel, a star 
agent, won the high diving contest and 
Ben Orange won the potato race. As- 
sistant Secretary Louis Lyman was offi- 
cial starter for all events. 





Tax Endowment Annuities 


_ ST. PAUL—Under Minnesota’s new 
income tax law annuities received under 
endowment insurance contracts, pre- 
viously deductible, must now be included 
in taxable income. A deduction of 3 per- 
cent of aggregate premiums paid on the 
contract is allowed. 





Farley Is Secretary 


iM. W. Farley, formerly assistant sec- 
retary of Toronto branches of the Lon- 
don Life, has been transferred to the 
Toronto Bay office as secretary of To- 
ronto' branches, 
B. R. Modeland. 


succeeding the late 
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DEPRESSION PROOF 


Depression proof is a broad claim but not when made about the 
Monumental Life. Chartered in 1858, this Company has weathered 
all depressions and continued, without halt, its steady consistent 
growth. During the last depression over ten millions were paid to 
policyholders and beneficiaries. Truly, a monument to intelligent 
management and a secure connection for ambitious agents. 


MONUMENTAL LIFE 
INSURANCE COMPANY . 


53 Branch Offices in 14 Different States 


BALTIMORE, MD. 
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GEORGE WASHINGTON LIFE 
INSURANCE COMPANY 


WEST VIRGINIA 
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C. L. U. Awards to Be Made to 102 


(CONTINUED FROM PAGE 1) 





F. J. Campbell, Jr., Prudential, Philadel- 
phia; W. R. Carrick, general agent Aetna 
Life, Worcester, Mass.; W. A. Clarke, 
manager Acacia Mutual Life, Boston; 
J. B. Cleland, Jr., Penn Mutual Life, 
Washington, D. C. 

Cc. F. Collins, assistant superintendent 
of agencies New England Mutual Life, 
Boston; J. P. “Costello, Southwestern Life, 
Dallas; Roy Cox, general agent Provi- 
dent Life & Accident, Houston; G. D. 
Curry, branch manager Bankers Life, 
Mankato, Minn.; L. C. Cutler, assistant 
Mutual Life, 


manager Massachusetts 
Topeka, Kans.; F. B. Donovan, North- 
western Mutual Life, Peterborough, N. 


H.; L. G. Edgerton, New England Mutual 
Life, Roanoke, Va.; R. H. Edminston, 
manager Union Central Life, Portland, 
Ore.; DeS. D. Edmunds, district manager 
Equitable Life of New York, Winston- 
Salem, N. C.; C. A. Elliott, office manager 
John Hancock Mutual Life, St. Louis, 
Mo.; George Elliott, Jefferson Standard 
Life, Greensboro, N. C.; E. T. Engle, 
assistant manager Prudential, Oakland, 


Cal.; S. <A. Erickson, general agent 
Northwestern Mutual Life, Mankato, 
Minn.; J. C. Evans, cashier Equitable 


Life of New York, Pittsburgh, Pa.; C. F. 
Finkbiner, general agent Northwestern 
Mutual Life, Philadelphia; J. D. Finlay- 





son, Massachusetts Mutual Life, Tulsa; 
F. A. Fish, broker, Prudential, Philadel- 
phia; M. P. Ford, Home Life of New 
York, Boston; R. M. Forester, Mutual 
Benefit Life, Milwaukee; Genevieve Fors- 
berg, Equitable Life of New York, San 
Francisco; C. W. Fuller, assistant to 
group sales manager Connecticut Gen- 
eral Life, Hartford; W. J. Gilmartin, 
manager Prudential, Philadelphia. 

L. S. Gordon, Equitable Life of New 
York, New York; J. C. Greene, agency 
supervisor General American Life, St. 
Louis; R. W. Griswold, manager Cuér- 
dian Life, Washington, D. C.; H. E. 
Gurian, Mutual Life of New York, Port- 
land, Ore.; B. F. Hadley, general agent 
Equitable Life of Iowa, Columbus, Ohio; 
W. F. Harvey, Penn Mutual Life, Wash- 
ington, D. C.; H. H. Hensold, Northwest- 
ern Mutual Life, Joliet, Ill.; E. S. Hewitt, 
agency assistant Connecticut Mutual 
Lift, Hartford; E. S. Hickok, Northwest- 
ern Mutual Life, New York; J. M. Hitner, 
Connecticut Mutual Life, Philadelphia; 
C. W. Hoefle, Aetna Life, Oklahoma City; 
L. L. Howard, agency department assist- 
ant Columbian National Life, Boston; 
B. H. Hunt, John Hancock Mutual Life, 
Boston; Q. B. Hunt, Metropolitan Life, 
El Centro, Cal.; P. W. Hunter, New York 
Life, New York; J. F. Inman, supervisor 
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CALIFORNIA 


net SITE 


INDIANA 








Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 

















ILLINOIS 
HARLEY N. BRUCE 


Consulting Actuary 
Insurance Center Building 
330 So. Wells Street 
Chicago, Illinois 
Wabash 5810 























DONALD F. CAMPBELL 
Consulting Actuary 
160 N. La Salle Street 


Telephone State 1213 
CHICAGO, ILLINOIS 

















Specialty, Income Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
H 111 West Monroe Street, Chicago 


Organization, ax Service 
Washington Office Investment Bldg. 














CONOVER, GREEN & CO. 
Actuarial and Insurance Consultants 
120 South LaSalle Street, Chicago 


Chase S. Conover Telephone 
Walter C. Green 3868 





B. R. NUESKE 


Actuary and Insurance Consultant 
All Phases of the Business— 
30 North La Salle Street 
Illinois 


Chicago - 
Telephone State 0562 





























HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 




















MISSOURI 








T. C. RAFFERTY 
Consulting Actuary 
Actuarial, Agency and 
Management Problems 


915 Olive St. St. Louls, Mo. 
Tel. Chestnut 1437 




















NEW YORK 








| MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 














Established 1865 by David Parks Fackler 
FACKLER and BREIBY 


Consulting Actuaries 


Edward B. Fackler William Breiby 
8 WUST #TH STREET NEW YORK 




















PENNSYLVANIA 








| HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. Le Salle St., Chicago 
Telephone Franklin 4628 




















FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associates 
gg! E. Swartz, C. P. A. 


P. Higgins 
THE BOURSE PHILADELPHIA 














Atlantic Life, Richmond, Va.; C. R. Jones, 
New York Life, Mankato, Minn.; H. A. 
Kirsch, Massachusetts Mutual Life, 
Shreveport, La.; A. R. Klein, assistant 
agency manager Equitable Life of New 
York, Chicago; G. A. Knutson, Mutual 
Life of New York, Portland, Ore.; R. S 
Koehler, Jr., Mutual Benefit Life, Pitts- 
burgh; C. C. Lake, manager life depart- 


ment, Travelers, Akron Ohio; W. L. 
Leavy, supervisor Bankers Life, Fort 
Worth, Tex. 


D. C. Little, general agent Connecticut 
Mutual Life, Richmond, Va.; F. O. Lyter, 
assistant superintendent of agencies 
Connecticut Mutual Life, Hartford; B. T. 
Matteson, assistant cashier General 
American Life, San Antonio; W. C. 
Mayer, Mutual Benefit Life, Milwaukee; 
J. A. McCelvey, Jefferson Standard Life, 
Teuple, Tex.; W. H. McCoy, supervisor 
New England Mutual Life, Detroit; D. 
O. McLeran, agency organizer Mutual 
Life of New York, Chicago; H. S. Miller, 
Jr., Bankers Life, Dallas; George Mor- 
tensen, assistant agency manager Equi- 
table Lige of New York, Oakland; George 
Neitlich, manager Metropolitan Life, Bos- 
ton; F. J. Neu, agency supervisor Na- 
tional Guardian Life, Green Bay, Wis.; 
S. Y. Newcomb, unity manager Connecti- 
cut Mutual Life, Los Angeles; F. lL 
Newton, cashier of the Sun Life of 
Canada, Philadelphia; B. B. Pace, Penn 
Mutual Life, Philadelphia; J. B. Parker, 
New England Mutual Life, Chicago; R. 
H. Pearson, general agent Minnesota 
Mutual Life, Fort Worth, Tex.; C. E. 
Pejeau, assistant general agent Massa- 
chusetts Mutual Life, Cleveland; E. L. 
Pickhardt, general agent Connecticut 
Mutual Life, Minneapolis; R. B. Proctor, 
Penn Mutual Life, New York; W. R. Pur- 
cell, Aetna Life Worcester, Mass.; Joel 
Richards, New York Life, Salt Lake City, 

E. B. Foberts, district manager Equi- 
table Life of New York, Bridgeport, 
Conn.; Murray Rudberg, assistant super- 
visor Metropolitan Life, New York; F. 
W. Schmucker, assistant regional man- 
ager Prudential, Rochester, N Y; J. 7. 
Shook, district manager Equitable Life 
of New York, Mansfield, Ohio; G. F. B. 
Smith, assistant superintendent of agen- 
cies Connecticut Mutual Life, Hartford; 
H. O. Smith, Connecticut Mutual Life, 
Denver; G. A. Specht, Bankers Life, Min- 
neapolis; H. S. Spiers, Jefferson Stand- 
ard Life, Greensboro, N. C.; M. W. Stark, 
Provident Mutual Life, Champaign, IIl1.; 
R. E. Stringer, State Mutual Life, De- 
troit; R. L. Theisen, Northwestern Mu- 
tual Life, Lincoln, Neb.; A. K. Under- 
wood, general agent Lincoln National 
Life, Denver; Lee, White, district man- 
ager Mutual Life of New York, Okla- 
homa City; E. F. Wightman, district 
manager Connecticut General Life, Wau- 
kegan, Ill.; O. R. Wilcoxon, agency or- 
ganizer Mutual Life of New York, 
Wheeling, W. Va.; B. L. Wilner, general 
agent State Mutual Life, Washington, 
D. C.; J. W. Wood, assistant manager 
Prudential, Newark, N. J.; R. L. Woods, 
agency assistant Massachusetts Mutual 
Life, San Francisco; D. R. Wright, Union 
Central Life, Chicago. 


Certificate of Proficiency 


A. B. Colla, Northwestern Mutual Life, 
Milwaukee; A. N. Culling, Pacific Mutual 
Life, Los Angeles; D. N. Ellis, cashier 
Massachusetts Mutual Life, Springleld, 
Mass.; F. J. Kiefner, Provident Mutual 
Life, Philadelphia; H. E. Perlmutter, 
cashier Metropolitan Life, Chicago; I. S. 
Schupper, Prudential, Newark, N. J. 


Experience Requirements to Be Received 
W. J. Ames, Mutual Benefit Life, Nor- 


‘folk, Va.; P. C. Arzt, Jamestown, N. D.; 


O. R. Aspegren, II, Northwestern Na- 
tional Life, Evanston, Ill.; Paul Bake- 
well, III, Connecticut Mutual Life, St. 
Louis; R. R. Ballantyne, Mutual Life of 
New York, Cincinnati; M. L. Bangham, 
Fidelity Mutual Life, Cincinnati; M. L. 
Brizdle, Mutual Benefit Life, Buffalo; G. 
I. Carson, New England Mutual Life, 
Pittsburgh; R. H. Coffee, New York Life, 
San Francisco; R. B. Cook, Pacific Mu- 
tual Life, Atlanta; J. P. Crary, North- 
western National Life, Fargo, N. D.; F. 
C. Eves, assistant general agent, Provi- 
dent Mutual Life, Denver; E. T. Golden, 
New York Life, San Francisco; Anna M. 
Gustafson, Penn Mutual Life, Philadel- 
phia; H. L. Hargrove, Jr., Pan-American 
Life, Mobile, Ala.; D. H. Hostetter, gen- 
eral agent Home Life of New York, Fort 
Wayne, Ind.; Gerald Isphording, New 
England Mutual Life, Cincinnati; B. B. 
Kessler, Sun Life of Canada, Chicago; 
W. C. Lamb, Aetna Life, Des Moines; 
Herman Lambert, broker, New York; R. 
D. Lowry, Little Rock, Ark.; E. H. Mil- 
ler, Mutual Life of New York, Chicago; 
W. H. Otten, New England Mutual, Mil- 
waukee; W. P. Parr, New York Life, 





Baltimore; J. A. Rhomberg, Northwest- 





Two Chief Honor Men of 
Northwestern Mutual 





—— 


The two chief honor men of the 
Northwestern Mutual Life this year ar 
Herman Du- 
val of New 
York City, 
who led in 
paid business. 
His average 
has run about 
$1,250,000 a 
year. During 
his 22 years 
service he has 


paid for in- 
surance on 
3,628 lives. 
During 34 
years, /€x- 
cluding an- 





nuities, he 
has paid for 
$40,814,276. 


EMMETT COWELL 


He is a charter 
and continuous 
member af. the 
Marathon Club, 
which is an or 
ganization com- 
prised of those 
who write over 
and above a cer- 
tain number of 
lives. He isa 
man of force, 
character and 
3 achievement. 

A Emmett Cow- 
ell of Redbud, 
Ill, a small 
town in a cout: 
try community, 
heads the Mara 
thon Club, he having been a contiiiuou 
member for 11 years. Out of these 1l 
years he has been president and the 
winner for six years. During the 1! 
years he has paid for $3,365,500 on 2,065 
lives. His average during the 11 years 
has been 187%. Last year he paid for 
insurance on 250. He is a hard worker, 
determined and conscientious. 





HERMAN DUVAL 


Deposit Agreement of the 
Occidental Life Is Popular 


Agents of the Occidental Life of Los 
Angeles are enthusiastically using the 
so-called deposit agreement that this 
company offers in their solicitation. Ur- 
der this agreement, the assured may de- 
posit with Occidental Life in any one 
year an amount equal to 10 percent of 
the face of the policy and receive inter- 
est on the deposit at the rate af 3% per- 
cent compounded annually. He may 
withdraw the deposit or any part of tt 
at will. If- he withdraws, the interest 
return is 24%4 percent for that portion of 
the year on which the money was of 
deposit. With interest on savings depos- 
its as low as 1% and 2 percent in many 
parts of the country, this deposit agree- 
ment of Occidental Life has been found 
very attractive. 








ern Mutual Life, Dubuque, Ia.; H. 0 
Schatz, New England Mutual, Cincinnati. 
M. B. Skinner, assistant agency mar- 
ager Equitable Life of New York, Chi- 
cago; C. E. Stamps, New York Life, L0s 
Angeles; Naomi A. Teachout, Connecticut 
Mutual Life, Minneapolis; L. W. Tracy: 
New York Life, Chicago; J. L. Upshaw, 
Metropolitan Life, Lakeland, Fla.; E. ©: 
Upton, Jr., Sun Life of Canada, New Or- 
leans; C. R. Warren, Massachusetts Mu- 
tual Life, Oklahoma City; J. W. Weaver, 
Reliance Life, Philadelphia; E. D. White 
agency group supervisor Equitable Life 
of New York, San Francisco; C. F. Zahn- 
iser, manager Standard Life, Pittsburgh; 
L. W. Zeltner, Fred. D, Schnebbe 0% 
New York. 

J. W. Austin, general agent National 
Life, Cincinnati; M. C. Burrell, state man- 
ager Fidelity Mutual Life, Jacksonville, 
Fla.; D. W. Flickinger, general agent 
John Hancock Mutual Life, Indianapolis; 
T. W. Harrison, Jr., Connecticut Mutual 








Life, Baltimore. 
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Proposes Non-Medical, Group 





Commander Thompson of Maccabees 
Finds These Lines Have Big 
Possibilities 





Introduction of non-medical and group 
insurance was recommended by Com- 
mander E. W. Thompson at the con- 
yention of the Maccabees held in 
Detroit, the headquarters city. He said 
non-medical is a modern liberal move- 
ment which has demonstrated the prac- 
ticability of being as broad as possible 
in selection of physical risks. It has 
been adopted by many large old line 
companies and also by a number of fra- 
ternals. The commercial companies 


/ write group insurance in great volume 


without regard to medical selection, he 


said. 

“We look forward ta the day when 
very material changes will be made 
along more liberal lines in the selection 
of risks in our organization,’ Comman- 
der Thompson said, “thus enabling us 
greatly to broaden our sphere of opera- 


© tion in conserving the well being of the 


insurable public.” ‘ : 
He also recommended inaugurating a 
pedestrian insurance policy, widening 


» general relief operations, continuing op- 


position to state laws taxing fraternal 
funds and steady injection of new blood 
into field staffs. 


» Mergers Are Beneficial 


Absorption of assets, memberships 


D and obligations of the Brotherhood of 


America of Philadelphia, Slavic Progres- 
sive Beneficial Union, Pittsburgh, and 


’ Fraternal Home Insurance Saciety of 


Philadelphia, were declared by Com- 
mander Thompson and others to be not 
only beneficial to members of the 
smaller organizations but to the Macca- 
bees as well. The membership is forti- 
fied and assets swelled nearly $2,000,000, 
Mr. Thompson said. Membership of the 


[) Maccabees now is well past 250,000 and 
financial condition highly satisfactory, 
- the officers reported. 





: Report Is Made on American 
Catholic Women’s Alliance 





The Illinois department has made an 
examination of the American Lithuanian 
Roman Catholic Women’s Alliance of 
Cicero, Ill., as of Sept. 30, 1936. The 
fraternal writes life and health insur- 
ance. Its assets are $66,239 and surplus 
$57,972. It is located at 1927 Forty- 
The examiners 
say that it is in good financial condition 


| and the membership is increasing con- 


sistently. The present management, the 
report says, is efficient and economical. 
The present system of accounting rec- 
=" not adequate and should be re- 
_ Minutes of the meetings, the exam- 
ay, are not recorded in English. 
The Illinois standard of valuation which 
's preterable was used in the report in 
computing the reserves. Heretofore the 
Society has used the prospective method. 
It is licensed in Illinois, Connecticut, 
Maryland and Massachusetts. Only one 





form of death benefit certificate is is- 
sued. This is an ordinary whole life cer- 
tificate without loan or cash surrenders. 
It is issued only in the amount of $150. 
There is $185,100 insurance in force. 


N. F. C. Medical Directors’ 
Columbus Program Complete 


Program for the annual meeting of 
the Medical Section of the National 
Fraternal Cangress to be held during 
the N. F. C. meeting in Columbus, O., 
Aug. 30, is announced this week. Dr. 
A. M. Limburg, medical director Ancient 
Order United Workmen, Fargo, N. D., 
the president, will preside. 

W. G. McLaughry, medical director 
Protected Home Circle, Sharon, Pa., 
will start the session at 10 a. m., with 
a talk on “Some Problems of Fraternal 
Selection.” He will be followed by Dr. 
Limburg, with a talk on “Junior Life 
Insurance and Its Problems.” 

After luncheon Dr. H. G. Hibshman, 
medical examiner Junior Order United 
American Mechanics, Philadelphia, will 
give “Random Thoughts of a Medical 
Examiner,” and Dr. Z. T. Wirtschafter, 
medical advisor Brotherhood of Loco- 
motive Firemen & Enginemen, Cleve- 
land, will talk on “The Causes of Total 
and Permanent Disability.” 

The election of officers will follow. 
C. N. Ahlefeld, medical director Secur- 
ity Benefit, Topeka, Kan., is first vice- 
president, Dr. Hibshman, second vice- 
president, and Dr. Tracy H. Clark, 
medical director National Union Assur- 
ance, Chicago, is secretary-treasurer. 
The sessions will be held in the Deshler- 
Wallick hotel. 








Jaffie Elected Master of 


Jewish Fraternal Society 





Louis Jaffie, Chicago attorney, was 
elected grand master of the grand lodge 
of the Progressive Order of the West, 
national Jewish fraternal, at the 30th 
annual convention held in St. Louis. He 
succeeds A. B. Behrman, Memphis, 
Tenn., attorney, who held the post for 
six years. 

Morris Shapiro, St. Louis, was re- 
elected to his 26th term as secretary. 
Sam Feldman, St. Louis, was named 
treasurer; W. H. Goldman, St. Louis, 
beneficiary treasurer; L. O. Sobel, Chi- 
cago, counselor, and C. M. Dubinsky, 
St. Louis, investment chairman. 

Vice-grand masters elected were: I. 
D. Goldberg, St. Louis; E. S. Friedman, 
Chicago; J. L. Spector, Philadelphia; 
Sam Fortas, Memphis, Tenn.; Sol Old- 
man, St. Louis; Morris Seltzer, Dallas; 
Jacob Zuckerman, Cleveland; H. Rosen- 
thal, Milwaukee; J. Hament, Baltimore, 
and Max Sobel, Beaumont, Tex. 





Actuary Reitter Resigns 


Raymond F. Reitter has resigned as 
actuary of the Gleaner Life of Detroit. 


Michigan has licensed the National 
Masonic Provident of Mansfield, O. 








New Settlement Option slide rule. $1.50. 
Order from National Underwriter. 
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Some Aviation Exclusion 
Clauses Rejected in Illinois 





Although the new Illinois insurance 
code contains a provision permitting the 
issuance of life policies containing the 
so-called aviation exclusion clause, the 
Illinois department has disapproved the 
clauses that have been submitted by 
several companies. 

“We are approving any so-called avia- 
tion exclusion riders to be used in con- 
nection with life policies in accordance 
with the pertinent code section,” Bruce 
Bath, assistant actuary, states. “We 
have disapproved several others owing 
to the form in which they were drawn. 
In some cases they have failed to state 
the amount which would be payable un- 
der the policy in event of death resulting 
from participation in aeronautics and in 
other cases they have attempted to ex- 
clude any liability resulting while riding 
as a fare paying passenger. 

“Other objections have also arisen as 
to the particular form in which these 
riders have been drafted but where we 
feel that they have complied with the 
requirements of the code, such forms 
have been approved.” 


Farm Situation Excellent 


The farm situation this summer is ex- 
cellent, with prospects for large yields 
of all major farm commodities and of 
good prices. As mortgagees, farm 
owners and sellers of farms, the life com- 
panies have a special interest in this 
pleasing prospect. 

The result of this generally favorable 
condition has been a decided increase in 
interest in farm ownership, enabling 
companies to sell more of their farms 
at favorable prices. 

Two good rains about 10 days apart in 
August would assure the midwest of an 
excellent corn crop. The cotton belt 
however, needs dry weather from now 
on as rains have an adverse effect on the 
crop and would increase the activities of 
the boll weevil. 
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System Averts Slump in 


Selling Payroll Deduction 





NEW YORK.—The experience 
of leaders in the salary deduction field 
indicates the necessity of a consistent, 
balanced plan of work if the agent is to 
avoid drastic fluctuations in production. 
The salary savings idea is a veritable 
gold mine to those who approach it 
properly. It is a vein that can be 
worked for years to come at a steadily 
increasing profit. 

Where many producers fall down is 
first that they fail to do anything much 
about salary deduction business, at least 
on a steady basis. Then they get on 
the track of what seems like a hot pros- 
pect for this form of coverage and it 
looks so good ta them that they drop 
everything else. 


Has Only Shattered Hopes 


If the case falls through, the agent 
finds himself with nothing but shattered 
hopes. He has neglected his prospecting 
and it will probably be some time before 
he can get back to his normal basis of 
production. Even if he closes the sal- 
ary savings case its immediate profit- 
ableness may well be insufficient:to off- 
set the neglect of his regular business. 

The best remedy, according to those 
most familiar with payroll deduction in- 
surance, is for the agent to look upon 
these cases in the same way that he 
does his regular business. That is, he 
should make a certain number of calls 
each week with the aim of getting sal- 
ary allotment cases. If he makes only 
two calls a week consistently it means 
around 100 salary savings solicitations a 
year and the law of averages should 
take care of him. 


Take Long-Term View 


The second point is to take a long- 
term view of salary savings business, not 
worrying too much about getting a 
large group covered coincidently with 
the installation é6f the plan but ta get 
the plan installed with a moderate sized 
group of policyholders and then keep 
steadily working on the remainder of 
the employes, becoming their life in- 
surance counsellor and getting so firm 
a foothold that no agent of his or any 
other company stands a chance of writ- 
ing any business in that plant. 

By a more careful allocation of work- 
ing time, it is usually possible for an 
agent to work in several payroll deduc- 
tion solicitations a week and still not 
cut into his calls, interviews, and sales 
of individual policies. This plan has the 
initial advantage of familiarizing the 
producer with the possibilities in the 
salary savings field. He knows that 
there is a certain amount of business 
that can be written if enough soliciting 
is done. There is less temptation for 
him to lose his head just because a 
likely-looking case turns up. Conse- 
quently he does not neglect his regular 
work on the theory that the salary de- 
duction case is going to make him so 
rich that he needn’t worry about individ- 
ual cases. 


Helps Consistent Production 


When properly utilized, salary sav- 
ings is an aid to consistent production 
of individual policies rather than the 
other way around. The agent who has 
one or more goad salary deduction ac- 


counts has in them an excellent field for 
business to tide him over the hard spells 
when he cannot get an application in 
the ordinary way. 

Cities of 100,000 and up are consid- 
ered the best salary savings territories. 
However, there is one we profitable 

t 


account in a city of 5,000. is a one- 
industry town and that industry employs 
several thousand persons. 

Many cases are eligible for payroll 
deduction insurance which could not buy 
group caverage on account of their small 
size. Some companies will take a con- 
cern employing as few as five eligible 
lives. Most, however, set their mini- 








mum somewhat higher so that the agent 
will have something to work on in the 
future. 


Gives Assured Production 


An agent who succeeds in installing a 
salary deduction plan in a well estab- 
lished business has an assured praduc- 
tion if he is willing to work at it con- 
scientiously. Such a man becomes the 
firm’s insurance adviser. He is known 
and trusted by all the employes and 
executives, who feel free to bring him 
their insurance problems. He has every 
reason to give only sound advice for 
the ultimate benefit of the policyholder, 
since he has a valuable reputation to 
maintain and is so sure of the volume of 
business he will obtain from the account 
that he is under no temptation to cut 
any corners. 

One of the most important angles to 
any salary savings case is the agent’s 
right to interview people in the plant 
and do so on the company’s time. He 
is usually provided with an office in 
which to conduct the interviews and 
sometimes even with a secretary to 
make appointments for him. 


Sole Avenue of Approach 


As far as the rank and file of em- 
ployes are concerned, some such ar- 
rangement as an official insurance ad- 
viser in connection with a salary savings 
plan is about the only way that these 
people can be interviewed on the job. 
Otherwise it would be possible to see 
them only by calling on them in the eve- 
nings, at their homes. 

This contact with the plant in the role 
of official insurance adviser also has its 
advantages when dealing with the ex- 
ecutives. Not only does it lead ta the 
writing of individual policies on these 
officials but it frequently paves the way 
to other salary savings cases. Many 
of the biggest payroll deduction cases 
have been closed because an important 
executive of a plant having such a plan 
recommended it to another executive in 
some other plant which was on cor- 
dial terms with the first one. 

The usual plan is to protect the agent 
writing a salary savings case as long 
as he continues on the job. If he should 
die or otherwise become unable ta han- 





Union Central Manager 
in Philadelphia Dies 





HERBERT N. HAMILTON 


Herbert N. Hamilton, who died sud- 
denly the other day in his office, had 
been connected with Union Central Life 
since 1916. Since May of this year he 
had been Philadelphia manager. 


dle the account it is the practice to turn 
over the servicing of the account to an- 
other agent in the same agency. Some- 
times his successor is even chosen by 
the firm which is insured, the life com- 
pany submitting the names and qualifi- 
cations of several logical contenders and 
letting the concern take its choice. 
While it rarely happens that an insured 
firm becomes dissatisfied with the com- 
pany’s representative, it has the right 
to ask that another representative be 
appointed. 


Life Trusts Not Curtailed, 
Says Irving L. Shaw 


(CONTINUED FROM PAGE 2) 


more recent restriction limitations; but 
it is just as true that in many other cases 
an insurance trust is the only method 
that will surely accomplish the purposes 
sought, and it is doubted if any, even 
the largest of the eastern Massachusetts 
trust institutions, would advise against a 
$200,000 or even a $50,000 life insurance 
trust except where there was no appar- 
ent advantage in such a program to the 
estate or beneficiaries of the trustor. 

While no corporate fiduciary can af- 
ford to do business at a loss, any more 
than an insurance company or any other 
business enterprise can do so, we believe 
the trust companies are beginning to 
appreciate that it pays to put the stress 
on the service to the customer rather 
than on the present volume of his busi- 
ness alone. Frequently the $25,000 in- 
dividual of today becomes the $100,000 
man of tomorrow—or even the million- 
aire of another decade, and he is quite 
likely to retain his early connections, 
both underwriter and fiduciary, where 
the service accorded him has been in 
his own best interest. A little altruism 
mingled with the hard dollars and cents 
basis of doing business will often pay 
good dividends in future years. 

Lest it may appear that the above ob- 
servations tinge more of defense than 
the case calls for, permit the writer to 
state that his first reaction on reading 
the article in question was that its au- 
thor was somewhat unsympathetic with 





the insurance trust idea and the gene 
tone of the article seemed slightly hg 
tile to insurance trusts. Having in mij 
the recent endorsement of the Life }, 
surance & Trust Council movemey 
both by the national council of the \, 
tional Association of Life Underwrite, 
and the trust division of the America 
Bankers Association, it seemed unfor 
nate that such an impression might } 
made on other readers of your valuab 
publication throughout the country an 
that this impression, if erroneous, wa 
worthy of attention before any unfory 
nate misunderstandings might be engey 
dered. 

We sincerely hope that nothing, ng 
even our own self-interest, may be pe 
mitted to mar the most cordial relatioy, 
ships between underwriters and trusted 
which we have worked so hard—and, 
hope, so effectively—to foster. 
















Ohio National Sales Meetings 


CINCINNATI.—J. H. Evans, vig 
president, W. H. Harrison, actuary, anf 
Grant Westgate, assistant superinte 
dent of agencies, of Ohio National, ay 
holding agency meetings at Spokan 
Portland, Los Angeles, San Francis 
and San Antonio. 


Conflict in Evidence; Insurer Lose 


In National Benevolent Society \ 
Russell, the Oklahoma supreme cou 
rejected the contention that the insure 
was liable for only one-tenth of the fay 
of the insurance certificate in accort 
ance with the provision limiting recovey 
to that proportion if the assured di 
within three years from the issuance ¢ 
any chronic or epidemic disease. Nz 
tional Benevolent Society contended thi 
the assured died of a hydrocephalus, ; 
chronic disease. 

The supreme court held that since th 
burden is upon the insurer to prove by 
preponderance of the evidence tha 
death resulted from a chronic ailment 
there being competent conflicting testi 
mony as to the primary cause of death 
a refusal of the trial court to direct: 
verdict upon the insurer’s motion is no 
error. 








Beneficiary Change Litigated 








Two court decisions have been handed 
down recently regarding situations 
where the assured undertook to effect 
a change in beneficiary without recover- 
ing the policy from the original benefi- 
Ciary. 

In one case, that of Metropolitan Life 
vs. Nance et al. decided by the United 
States district court for the eastern dis- 
trict of Missouri, the decision was that 
the change had not been effected. 

In the other, that of Moskowitz vs. 
Equitable Life of New York (Katz vs. 
same), decided by New York appellate 
division, first department, the decision 
was that a change has been effected. 


Facts of Missouri Case 


In the Missouri case, the assured’s will 
recited that he had requested Metropoli- 
tan Life to change the beneficiary, but 
that it had refused to do so and he 
directed that the court order distribution 
of the proceeds according to a specified 
schedule. 

While in a hospital dying with tuber- 
culosis the assured inquired of the 
Metropolitan Life how the beneficiary 
might be changed in view of the fact 
that his policy had been lost, misplaced 
or stolen. Metropolitan Life requested 
more information and the assured replied 
that his wife, the beneficiary, had de- 
serted him and she had stolen the policy. 
There is no evidence that Metropolitan 
Life received any written application for 
the change of beneficiary. No endorse- 
ment of a change of beneficiary was ever 
made. 

In his letters to the company it is 
stated the assured tried to get the policy 
and had not succeeded in doing so, but 
there is no evidence that he had made 





an effort to get the physical possession 













of the contract and had been unsuccess 
ful. He had the advice of an attorney 
as well as the attention of a_ brother, 
police officer, who was an investigator. 
Those witnesses testified that there nal 
been no effort on the part of the assured 
to get manual possession of the policy. 

The court held that it cannot be sail 
that the assured did everything withis 
his power to effect a change of benet- 
ciary. Accordingly the funds wet 
awarded to the widow. 

In the New York case Sally Moskov- 
itz and Jack Katz sued Equitable to 
recover proceeds on the policy on tht 
life of Saalberg. Sally Moskowitz wa 
the named beneficiary. The assured a 
signed the policy to Katz in payment 0 
a debt. The assignment was absolute 
and transferred to Katz every possible 
right which assured had in the pollt/ 
and its proceeds. 

Subsequent to the assignment, Saal 
berg had attempted to obtain the coop 
eration of Equitable in recovering tht 
policy from Sally Moskowitz from 
whom the assured had been divorcel. 
Beneficiary refused to give up the polit’: 

The court held that the assured. 
having reserved the right to change tht 
beneficiary, might assign the policy wit 
out consent of the beneficiary. Thett 
has been a waiver by the Equitable 0 
any requirement with respect to tH 
change of beneficiary and the rights a! 
equities of the claimants are left to tH 
determination of the court. Katz havitg 
taken an absolute assignment of tht 
policy for value and the only reason . 
failure to make a physical change © 
beneficiary in the policy being the wrom* 
ful refusal of Sally Moskowitz to su” 
render it, Katz is rightfully entitled ® 
the proceeds. 
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Agent{Can{Eliminate Rate 
py Simple Formula 









> By W. G. LASSETER 
| relation. Penn Mutual Life Supervisor 
trustes Jacksonville, Fla. 







—and, we 





Fumbling through a rate book while 
itting beside a client’s desk, is not 
jood selling. It takes the prospect’s 











ings mind off of the essential feature of an 
ans. yj insurance contract. which is the idea 
>) VCR d usability of life insurance, and not 
Uary, ae maze of figures that so many 





Iperinten, 
10nal, ay 
Spokane, 
rancisey 





gents are prone to give to a client. 
The rate book is purely a reference 
bok and should not be used in the 
presence of a client, 

It's a relatively simple job to be 
able to quote rates if a few rules are 












er Losuilearned. For example, learn the ordi- 
ciety yfmmmary life rates for the even ages—that 
ne cous, age 20, 25, 30, etc. For my own 








particular company, we can set them 


e insure ar f 
down similar to the following: 


' the fac 






1 accort: ge20...... $18.01 Bige 404. 2.5. $30.94 

GAPAB ss. s « 20.14 Age 45...... 37.08 
TCCOVEVMMR Age 30...... 22.85 Age 50...... 45.45 
ured de SS ee 26.35 






uance oi Memorize them,—they are the key 










se. NeMito some of the other policies. If you 
ided thaf@will get into your mind that at age 25, 
Dhalus, for example, the rate is $20.14, and at 
; age 30, it is $22.85, you can’t be very 
Since thi@far wrong in guess for age 27. We 
prove bM@know it can’t be less than $20.14 or 
ce thimore than $22.85. There is an exact 
ailment IMM difference of $2.71 between ages 25 and 
ng test-30, or about 55 cents per age. There- 
of death IMM fore if we will add two times 55 cents 
direct to the age 25 rate, we should get very 
1 1S NOME close to age 27. Let’s see how it 

works, Age 25 is $20.14 plus $1.10 for 
aes the extra two years to make it age 27, 










our answer is $21.24. The actual rate 
is $21.15, therefore our calculation is 
close enough for all practical purposes. 


Add to Ordinary Life 
Rate to Get 20 Pay 


In order to determine the rate for 
20 payment life contracts, we just add 
$10 to the ordinary life rate up to 
about age 40 and the answer will be 


SUCCESS 
attorney 
brother, 
stigator. 
ere hal 


assured adequate for all quoting purposes. 
rOlicy. From age 45 on you might use $8 or 
be sail MNS $9 instead of the $10. For this reason 
-withit HS vou can see that by memorizing a few 
= of the “key” ages for ordinary life, we 


can reliably quote practically all ages, 
and also for 20 payment life. 





loskow- By the same method we can get 
able to F very close to the five year term rate, 
on th I by using 50 percent of the ordinary 
itz was life rate, but. don’t let your 50 percent 
red a° B® be less than $11 a thousand. At age 
nent 0! BS 30, ordinary life is $22.85 and the term 
bsolutt HF rate is $11.70. About 50 percent. 

possible In the endowment contracts, we find 
politi IR very little variation in price due to the 





age. A 20 year endowment at age 20 








face of policy) by the number of years 
(20) and the answer will be a good es- 
timate of the cost,—about $50 a thou- 
sand. This is also a fairly accurate es- 
timate for the 15 year and the 25 year 
endowment. 

I have had most of my trouble in 
finding a key for remembering the 
rates for retirement income contracts. 
Due to their very construction, of a 
constant figure for maturity value re- 
gardless of age, we find that the rates 
increase very rapidly as the ages in- 
crease. The retirement income at age 
60 which guarantees an income at 60 
of $10 a month for each $1,000 of in- 
surance, is usually sold to persons be- 
tween the ages of 20 and 35. Beyond 
that age the retirement contract at 65 
is more practical—usually on the price 
side. Therefore, let’s see if we can’t 
find some method that is easy for re- 
membering these rates on retirement 
income age 60. First, put down the 
ages in a column and divide them into 
four sections. The first section will 
comprise 5 ages (20 through 24); the 
second 3 ages (25 through 27); the 
third, two ages (28 and 29); and the 
last section will be composed of ages 
30 through 35. To find the rate for 





the first section we can add $8 to the 
age. For the second section add $9 
to the age. For the third section add 
$10 to the age, and for the last section 
(Ages 30 to 35) we double the age 
and subtract 19. The result in any 
case will not vary more than 43 cents 
= the actual rate. (That’s at age 
35), 


esult 
Age Formula (Rate per BS) 
we allen o6:e wa a ewets dBA ee 6es ae 28.00 
21 (Add $8.00 to age)............ 29.0 
Mg a aude ec ga tuk wa eas oe 30.00 
DO sc PAs Whe oe ents dhs See eas 31.00 
BE vodnseccaadvesadewaacaadatuawes 32.00 
EE eee. ce ee ee 34.00 
26 (Add $9.00 to age).........06- pes 
eee eee ere eee ee ese eseeeeereeesees oo. 
28 (Add $10.00 to age)........... 38.00 
RSP pai ere Gree Seen lay 9 39.00 
aC UN aad a bie eky anaes ae Cena ae ee 41.00 
Dt pies ecveweeiwhens wdaceeeaet 43.00 
32 (Double the age and 45.00 
33 pe errr 47.00 
Dit. ccewte Can ann coke anehawa ta 49.00 
Be < cess beevdoedbesavnasdenteces 51.00 


For female rates of the above con- 
tract, add $2.00 to the male rates. 





Living Costs Are Lagging; 
Wage and Salary Gains 
Slacken in 12 Months 





MINNEAPOLIS.—The “real income” 
of the American public at the start of 
July, 1937, remained 18 cents on the 
dollar higher than a year ago because 
the recent slackening in the advance of 
wages and salaries, which advance be- 
gan a year ago, was offset by a decline 
in food prices and steadiness in other 








Ways to Lower Lapse Ratio 





Life agents who feel that the company 
is only loser when business lapses should 
realize that this is an illusion, Clifton 
Maloney, president Philadelphia Life, 
told his field force in a recent bulletin. 
While the company admittedly cannot 
make up the cost of putting a policy on 
its books if the business lapses before 
two full premiums have been paid, the 
agent also loses money. 

Of course, he gets his commission, but 
the same energy applied in selling this 
case would pay more in the long run if 
applied to a prospect who could keep 
his insurance. In selling business that 
lapses quickly, the agent cheats himself 
out of renewals, and, what is more im- 
portant, does not help his status in his 
company to turn in business that does 
not stay on the books. The company 
cannot afford to lose money over a pe- 
riod of years on an agent who continu- 
ally produces poor business. 

The company’s tendency is to rate the 
agent on probable persistency of his 
business. It is realized that he cannot 
have a 100 percent persistency record, 
but there is no reason why some agents 
should have regularly a 10 percent or 








Mr. Maloney outlined several points to 
watch to prevent too much lapsation. 
Persons in the lower income brackets 
tend to drop their insurance. Those who 
pay on a quarterly premium basis show 
a higher lapse ratio than on a semi- 
annual or annual. Policies of $1,000 are 
more apt to be dropped than one with 
a higher face value or one on a semi-an- 
nual basis. Furthermore, while the $1,000 
contract has a place in the business, 
particularly as a part of community serv- 
ice and as an entering wedge with 
younger people, a company cannot make 
money on business of an agent who 
writes nothing but policies of this class. 

In the final analysis the lapsing or re- 
newal of the policy depends on how the 
agent sells it, Mr. Maloney said. If the 
sales method is used by which talk is 
minimized and it is made too easy for 
the prospect to acquire a policy by small 
initial payment or a note, it is also easy 
for him to drop it if he feels he has to 
use his money for other things. Too 
many agents fail to emphasize that their 
clients when they buy a policy are buy- 
ing valuable protection and an invest- 
ment and that people do not throw in- 
vestment and protection aside carelessly. 
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living costs, according to a study made 
public by Investors Syndicate. 

Food prices at the start of July, 1937, 
were only three cents on the dollar 
higher than a year ago. Their decline 
more than offset the continued climb in 
clothing quotations. Steadiness in rents 
and miscellaneous expenditures brought 
living costs down two cents on the dol- 
lar from the start of June, 1937. This 
time a year ago food prices were ad- 
vancing as a result of the drought. 

The advance in wages and salaries, 
which started in earnest during May, 
1936, showed signs of slackening in 
June, 1937, but in the face of the decline 
from May, 1937, wages last June were 
29 cents on the dollar higher than a year 
earlier, and salaries were up twelve 
cents on the dollar over the start of 
June, 1936. 

The average American citizen as of 
July 1, 1937, had a real income of $1.18 
against $1 a year earlier. His average 
cash income, from all sources, was $1.26 
against $1 on July 1, 1936, and his aver- 
age cash outgo was $1.07 against $1 at 
the beginning of July, 1936. 
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Value of Average Earnings 


Prof. H. F. Clark, who has charge 
of the educational economics at Teachers 
College, Columbia University, has gath- 
ered some statistics which form the basis 
of estimating the present value of aver- 
age earnings of individuals in various 
occupations over a lifetime, as follows: 


Present 
Value of 
Earnings 
fora 
Working Working 


Occupation Life Span a 





ree 42 08,000 
MMECE. Ceedcenacecanss 43 105,000 
eae ee 45 95,40 

Engineering ......... 43 95,300 
Architecture ......... 43 82,500 
College Teaching..... 44 69,300 
Social Work ..... » & 51,000 
Journalism ......- 46 41,500 
Mimistry oss «Sk sciccs 44 41,000 
Library Work........ 46 35,000 
Public School Teacher 45 29,700 
Skilled Trades........ 44 28,600 
Nursing’ ...csceseces 40 23,300 
Unskilled Labor...... 44 15,200 
WORUIE code ceccsceee 51 12,500 
Wren TARE sc scccccccs 51 10,400 

The Equitable Life, N. Y., “Agency 


Items,” in commenting on these statis- 
tics says: 

“Indicating the present value of aver- 
age earnings in the professions and in- 
dustries shown, the tabulation should aid 
the life underwriter in proposing a suit- 
able amount of life insurance in a given 
case to protect future earnings for the 
benefit of a dependent family. The work- 
ing life spans show an average range 
from 42 to 51 years, but death or dis- 
ability may shorten the period in any in- 
dividual case. A fair appraisal of what 
the future earnings of people in given 
professions may average may well form 
the basis of a life insurance presenta- 
tion.” 
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Missouri’s Effort 
to Tax Annuities 
Unlikely to Spread 


(CONTINUED FROM PAGE 3) 


with the usual concept of a premium as 
used in any other field of insurance— 
life, fire, marine, or casualty. 

It is understood that the Missouri de- 
partment hag agreed with the other an- 
nuity-writing companies entered in the 
state to regard the outcome of the Aetna 
Life litigation as a test case. Conse- 
quently, all other litigation is being held 
in abeyance until the Aetna Life case is 
decided. Straight annuities are the only 
class which is under consideration. 


Scant Danger Seen 
in City Loan Stay 
Up Before Congress 


(CONTINUED FROM PAGE 1) 


neighbors might be expected to be a 
consideration in the residential field 
more. particularly in smaller communi- 
ties. In larger cities the individual who 
has gone through bankruptcy is not the 
marked man that he is in a smaller com- 
munity. Consequently _ self-respect 
might not be so strong a motivating 
force in keeping distressed home own- 
ers from taking advantage of a mort- 
gage moratorium law. 

In pointing out the dangers of the 
proposed law, the Brooklyn Real Estate 
Board called attention ta the fact that 





secured creditor the right to demand a 
judicial sale, a provision which was 
added to the original Frazier-Lemke 
farm act in order to make it constitu- 
tional. However, it is hardly likely 
that a city mortgage moratorium could 
be held constitutional without this pro- 
vision, either. 

Another difference is that the farm 
mortgage is effective for only five years 
whereas the new bill would be perma- 
nent. However, previous decisions by 
the United States Supreme Court have 
indicated that any such permanent stay 
of a creditor’s remedy is contrary to 
the constitution. 


Bruce Parson’s Salesmen of 
Mutual Benefit Fine Group 


(CONTINUED FROM PAGE 8) 


ment and for two years did rehabilitation 
work in Utah, Colorado, Wyoming and 
New Mexico, establishing sub-offices. 
Her outstanding work brought her to 
the position of first assistant to the di- 
rector of publicity and advertising of 
the Public Service Company of Colo- 
rado. She then connected with the 
“Rocky Mountain News” of Denver in 
a sales and department head capacity, 
specializing in rotogravure advertising. 
Mrs. Ralston joined the A. A. Drew 
agency in January, 1928, spending a year 
in Mr. Parsons’ office studying insur- 
ance and then went into the field as an 
agent, returning as Mr. Parsons’ assis- 
tant in 1931. 

Thomas Dunsire, who will be in 
charge of brokerage, has been in the 
service department of the Drew agency 
and has specialized on servicing policy- 





that there is no provision giving the 
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holders, agents and brokers. For the 
last year he has been assistant to Man- 
ager Millett in the brokerage depart- 
ment. 

Howard Severson is a young man who 
has been reared in life insurance, his 
father having been general agent for the 
Old Line Life of Milwaukee until his 
death. Following graduation from col- 
lege young Severson sold insurance for 
the Old Line Life, paying for an ap- 
plication a week until he went to Chi- 
cago to become affiliated with the Drew 
agency in the brokerage department. He 
has served as understudy to F. H. Gross, 
statistician, who was transferred to the 
service and collection bureau under Mr. 
Ingersoll. 

Mr. Parsons has a hard hitting, har- 
monious organization that will be heard 
from in no uncertain terms. 


Can’t Avoid Incontestable 
Clause by Alleging Fraud 
in Procurement of Policy 


An attempt on the part of Columbian 
National Lite to get around the incontest- 
able clause has ended unsuccessfully in 
the United States circuit court of appeals 
for the seventh circuit (Indiana). The 
case is Columbian National vs. Waller- 
stein. 

In this policy there was an incontest- 
able clause of one year, applying to the 
disability benefits as well. The policy 
was issued in 1927 and in 1933 the as- 
sured made claim for disability benefits, 
alleging total disability on account of 
diabetes and other diseases. On investi- 
gating the claim, Columbian National dis- 
covered that assured had been under con- 
tinuous treatment for diabetes ever since 
1927. 

On the theory that Columbian National 
was absolutely liable under its contract 
by reason of the incontestable clause and 
could not successfully defend any action 
brought by the assured, it decided to 
admit liability and sue in tort, alleging 
fraud in their inducement. 

The court said it sees no escape from 
the conclusion that the present action 
constitutes an attack upon the policy, 
since the fraud alleged arises out of ad- 
mitted misstatements in the application. 
“The application is just as much covered 
by the incontestable clause as is the bal- 
ance of the policy. To say that the pol- 
icy is incontestable and then permit an 
attack upon the application which by stat- 
utory requirement and by its own terms 
is an integral part of the policy, is to 
defeat the purpose of the incontestability 
clause, and, despite the obvious injustice 
of the result here effected, this court has 
no alternative but to affirm the action of 
the lower court.” 


Notice to Employes’ Union 
Is Not Proof to Insurer 


Notice of disability given to a union 
of employes that acted in concert for its 
members in connection with a group pol- 
icy, does not constitute “due proof of 
such disability,” according to the Penn- 
sylvania superior court in Bahas vs. 
Equitable Life of New York. 

The union comprised the employes of 
Edgar Thomson plant of Carnegie Steel 
Company. Notice or proof of his disa- 
bility was not given directly to Equitable 
by Bahas or by the union until about 18 
months after the disability began. 

The court held that the presentation 
of proof was a condition precedent to the 
right to disability benefits and the period 
of one year was a reasonable and valid 
limitation. If the union was not the 
agent of the society for the purpose of 
receiving notice and proof of disability, 
Bahas’ case must fail. The union was a 
creation of the employes, organized and 
supported, officered and managed by 
them, and it paid the premiums due. The 
union was, in fact, the employes acting 
in concert. It cannot even be said to 
be an intermediary acting for or on be- 
half of both. The interests of the union 
were in direct opposition to those of 





Equitable. If the union failed in 
duty to transmit proofs of loss to ¥ 
insurer, the union and not the insyp 
is liable to Bahas. 


London Life Appointments 


TORONTO, ONT.—To succeed th 
late B. R. Modeland, M. W. Farley, fg 
merly assistant secretary of Torog 
branches of the London Life, has be 
transferred to Toronto Bay, becoms 
secretary of Toronto branches. G, 
Morrow becomes assistant, located 
Toronto Yonge. 
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